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: MAKING A VACATION PA0YY—CHAPTER ae 


ESERVE LOAN LIFE 


)\~ INSURANCE COMPANY 
C=. INDIANAPOLIS, INDIANA. == 



















“THE APPROACH” 
If you are seeking a General Agency connection you will, no doubt, be interested in a contract with a 
Company which combines the advantages of SERVICE TO POLICYHOLDERS and PROFITS TO 
FIELD MEN;; one offering PARTICIPATING and NON-PARTICIPATING POLICIES to the Public 
and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the circle of mutuality is 
extended to INCLUDE THE PRODUCER. 
“THE PRESENTATION” 
The Central Life offers a wide range of policies, including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. 
TO POLICYHOLDERS 
Dividend factors: Mortality 1924-1925, 30%. 

Interest earned, 5.8%. 

Ratio assets to liabilities, $1.12. 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are paid up—retro-active as to old —_— 

SERVICE TO AGENCY ORGANIZATIO 
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Practical cooperation from the Home Office, through proven methods; a free educational course te agents 
and comprehensive organization plans for General Agent. 
Year’s record, 27% increaseein paid for business over that of 1925. 

“THE CLOSE” 


In common with many other conservatively progressive companies, the Central Life offers a salable serv- 
ice to policyholders—a clean record, a wide range of policies and excellent dividend factors. It also 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. 

General ay | qpowniies in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 
tana, Colora tah and Florida. 

W. H. HINEBAUGH, Pres. W. ROLLA WILSON, S. B. BRADFORD, Secy. 
Vice-President & Agency Director 
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CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 

















GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 





INDIANA— OHIO— MICHIGAN— 
South Bend Lima . Calumet 
Elkhart Toledo St. Joseph 
Michigan City Springfield Battle Creek 

ILLINOIS— IOWA— MISSOURI— 
Peoria Waterloo Joplin 
Mt. Vernon Mason City Springfield 
Springfield Sioux City Girardeau 
Murphysboro Council Bluffs City 
Rockford Dubuque Moberly 


For further information communicate with 


A. O. Hughes, Vice-President im Charge of Agencies 
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RANGE COMEANNC 
LI AN Farmers National Life Insurance Company 


OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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If you are looklIng for the things that 

really make a good connection you 

will find just what you want with 
the Pilot. 








"OT MOUNT am NORTH CAROLINA 


TH E PILOT_ 











We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 


Greensboro, N. C. 


A. W. McALISTER 
President 


T. D. BLAIR 
Agency Mgr. 























Sincerity 


Because of the sincere depths of their religious 


beliefs, the Pilgrims landed on the rocky New 
England coast of our country shortly after its dis- 
covery by Columbus. There they met the most 
severe tests humanity has ever had to meet and 
because of their high courage and sincerity were 
able to lay the foundation of the greatest of nations 
and give to its people a priceless heritage—Sincer- 
ity—Courage—Faith. 


This company, truly American in her ideals, 
does everything possible to bring success to her rep- 
resentatives. You, too, will find it pays to be 
friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 








WM. PENN 


recognized the great value of good-will, giving 
tokens of friendship and esteem as a means of 
establishing confidence and creating interest 
among the tribes which he visited. Naturally, 
when he made return visits he was enthusiasti- 
cally received. 


Invitations to call are a rarity in the work of the 
average life insurance salesman—they are a common 
occurrence in the career of American Central repre- 
sentatives who utilize the Agents’ Service Bureau. 

Profitable interviews are not merely the result of an 
appealing personal letter which treats of the pros- 
pect’s insurance problems in a friendly and helpful 


way. 


ma OO — 


PULLING POWER is multiplied by something 
even more unique and attractive—the offer to 
the prospect of a useful reminder of a business 
opportunity he should not overlook. And it is 
the fieldman himself who is invited to call, de- 
liver the token, and explain the proposal! 


ESTABLISHED 


AMERICAN » ilo 
LIFE. 


INSURAN E © PA 
rT iver 








tC) 








2 THE NATIONAL UNDERWRITER July 22, 1927 




















ONE HUNDRED MILLION 


oR sae) Insurance in Force 


THE SOUTH RN STATES LIFE 
INSURANCE COMPANY THE COLUMBUS MUTUAL 
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ATLANTA, GEORGIA ae dst ; - 
expects to reach this goal of all young companies early in 
August. 
The Company has operated under the original officers 
HE Southern States Life, organ- almost without change for nineten years. All business on 
. . P our books has been placed there DIRECT BY OUR OWN 
ized in 1906, has an enviable AGENTS. No consolidations have been made with other 
record—21 years of honorable and companies. No pools have been entered into. NO RE- 
successful relations with agent INSURANCE has been accepted. 
and policyholder. The Company, the Agency Contract, the Agency 
Service, the Policy Contracts and the cost of Insur- 
During this time the company has ance are EXCEPTIONAL. 
been cultivating and serving well fy ee ‘a - as 
‘ z sai f you are seeking a connection and desire to work 
its field—Dixie. under ideal conditions come with us and help place the 


Second Hundred Million on our books. 


Today there is opportunity in 


Dixie—the South is awaking in- e 
dustrially. To men who are un- The Columbus Mutual Life 


attached and to new men the 























Southern States has an attractive { Insurance Company 
ition. 
_—— 580 E. Broad Street, Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 

































What Every 


























































Insurance Man Knows! 
The purpose of all insurance is to protect ) BROAD UNDERWRITING 
surplus earnings. | NX 
Life and Accident insurance protects future 4 ) SUB-STANDARD BUSINESS NN 
surplus earnings. y, , 
| Property insurance—fire, liability, etc., pro- = COMPLETE PROTECTION 
tects past surplus earnings—acc lated WY 
= surp earnings—accumulatec | y | LIBERAL COMMISSIONS 
The well-informed agent can give service on VW 
The wel | KYA HOME OFFICE CO-OPERATION 
The well-managed organization can under- 
write all lines. » 
The Continental agent and the Continental Sal 
organization are multiple-line in principle > 
and practice. 














Continental Casualty Co. | 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 


NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


A.M. JOHNSON. Crammanortna@oane CHICAGO ...........- ROBERT D.LAY. Paseroext 
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Company 
Write— 


Accident and Health Insur- 
ance? That question is 
asked us daily—so we 
thought it would be a good 
idea to answer it in this 
column. 


Perhaps 


you would like to know, so 
we'll give you the answer— 


Yes 7 


and that isn’t all—we also 
equip our Sales Staff with 
the following Sales Helps: 


1. Non-medical 

2. Monthly Premium 

3. Juvenile Policies 

4. Payor Insurance 

5. Salary Savings 

6. Participating 

Non- Participating 

8. Sub-Standard 

9. Female Insurance 

10. Sales Promotion Dept 

11. Educational Course 

12. Direct Mail Advertising 
13. Salesman’s Folio 

14. School for General Agents 


tt 


Illinois, Indiana, Jowa, 
Michigan, Missouri and 
Ohio 


#é 


(Formerly Mutual Life of Illinois) 


H. B. HILL, President 
F. M. FEFFER 
Vice-President and Agency Director 





Abraham Lincoln Life Insurance Co., 
Springfield, Illinois. 


Gentlemen : 

Kindly send me information re- 
garding your “Complete Coverage 
Contract.” I am interested, 


DRIER.” Gabubnetededsdccensiupasontobes 


RE dasctvcsseces ences -eneeee 


ABRAHAM LINCOLN LIFE 


INSURANCE COMPANY 


Home Office Springfield, IMinois | 


| 
| 
| 
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LIFE INSURANCE EDITION 3 
DES MOINES, IOWA 
LIFE INSURANCE FOR 
CHILDREN 
Approximately one-third of the 
population of our country is 
made up of children under fifteen 
years of age. 
One-third of the possible pros- 
pects for life insurance in every 
community are, therefore, chil- 
dren. 
Royal Union salesmen can write 
children from one day old and up. 
Our Juvenile Contracts go auto- 
Reveal Usien Life Railél matically, without re-examina- 
— i a tion, into full benefit at age five. 
Des Moines, Iowa 
A. C. TUCKER, President 
: as 
Individual | 
2 - 
Attention 








Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 


SET LO REA VAS ETI FLT 
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CALIFORNIA STATE LIFE 


SACRAMENTO 


J. Roy Kruse 
President 


DECEMBER 31, 1926 


ADMITTED ASSETS 


Real Estate—Home Office Building............s0eee+00+ $ 1,544,922.75 


ee TC Ss in 50dcdcadebndonkenssegseeneander 
First Mortgage Loans—Secured by real estate appraised 




















I ED .0.060.00.009546600060000000000C000n0 4,458,902.72 
Policyholders’ Obligations—Loans and lien notes to ac- 
commodate individual policyholders, secured by cash 
I A GI IDs conn dacncccectennqshesdceedes 2,255,765.52 
Cash on Hand and in Banks—Over 60% drawing interest 444,076.30 
Bonds—Government, Municipal and Public Utility...... 675,307.03 
Interest Due and Accrued—Mortgage loans and bonds.. 128,378.54 
Premiums in Course of Collection—Secured by legal re- 
Se EE UNE once cccdscevescncencesscciedes 437,321.84 





eee ee ee eee ee ee eee eee eee eee eee eee eee 


LIABILITIES 


Net Reserve—Set aside to meet insurance obligations as 
they may fall due by death 6r maturity of policies 
$ 










IE. inn ens tenuis Chee eb aakeaeeas meee 8,615,708.36 
Deferred Payments—Moneys held at interest for future 
payment to beneficiaries under deferred payment 
SEN nc s insane nc cuuessbodansanstaedadesesaaeane 124,954.55 
Claims Reported—Cash set aside to pay claims which 
have been reported but of which proofs have not 
eR INL dn ccucscuceanbalbavedectsddawweneweieden 44,300.00 
Premiums and Interest Paid in Advance and Accounts 
PE 6605 4.da0 $5045064004230060s0s 55s b0sb eee Ceaes 94,185.64 
Taxes for 1926—Reserve to cover taxes payable during 
CE  akcciaddsdnttinionknndabade aia aaeemhe 45,902.38 
Reserves for Depreciation of Home Office Building and 
for Fluctuation in Value of Securities............... 103,669.55 
IIE °c dvd eveda dadeuceeseksabuameneenas 153,529.36 
CS eee cbiieswiel $500,000.00 
Unassigned Funds—Surplus .................- 538,516.92 
Policyholders’ Surplus—All of which forms a fund for 
additional protection of policyholders............... 1,038,516.92 
eee ee eee ee $10,220,766.76 


Admitted Assets, Over 10 Millions 


Insurance in Force, Over 70 Millions 
Agency openings for responsible men in 
California, Oregon, Utah, Nevada, Arizona, Texas & Oklahoma 


Address 
M. F. Branch, Manager of Agencies, Sacramento 












Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 














Old Line Legal Reserve Company 
Operates in Indiana and Ohio 
Wanted: A few General Agents 
in each State. 


Service to Policyholders Unsurpassed 


























$ You are a producer 
You want a REAL job 
You believe in yourself 
A friendly interest is needed 
Close co-operation is necessary 
Territory does make a difference 
Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 














GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. Applications now 
being considered from men of successful experience and satis- 
factory records. If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 














COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 
Standard Super-Standard 


One Contract 
Group Protection 





Sub-Standard 
One Company One Correspondent 
400 Popular Life Forms 7H & Aand Auto Injury Forms 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 
Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 























You Who Seek Opportunity 


_ _ Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 
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(levelanders Prefer 
the CLEVELAND 


"THEY, who know ut best, prefer 
Hotel Cleveland for its excep- 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 

Clevelanders who are accus- ; 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 


get ahead. 


| 
Hotel Cleveland is on the Public 
a, convenient to all parts } 
of the city. Every room has pri- 
vate bath and servidor service. | 
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LIFE INSURANCE EDITION 


Can you see a way to better things in your present job? 
Will it land you where you want to be in ten years from now? 


A Man Can Go Dead on Any Level 


If you have thought about your job, and believe it is a 
blind alley, why not talk over working for this company. 


The necessary requisites are character and a desire to 


We Will Help You on Your Way 


Write us, and in your letter, tells us all about yourself. 


WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 


Merchants Life Insurance 


HOME OFFICE: DES MOINES, IOWA 





































‘Honestly, It’s the 
| Best Policy’”’ 


1900-1927 
Splendid Opportunities Exist in 


SOUTH CAROLINA 


for wide-awake producers as 
District Agents 
for a strong 


Southern Company 


A Home Office Supervisor is now assisting 
agencies in this State. Many other “Atlantic 
Advantages” are available. 








WINCHESTER GRAHAM, Gen'l Agent J. W. Mattoy, Gen’l Agent 
Columbia Cheraw 
RurFr & Wuu1s, Gen’! Agents W. H. Trier, Gen’l Agent 
Rock Hill Spartanburg 


ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia 

















Home Office 
Armour Boulevard and Main Street 


Midland Lite 
Insurance Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 


Daniel Boone, President 
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We Put Inquiries Into 


Our Salesmen’s 


Hands 


Cold canvassing is pretty discour- 
aging, especially to the new agent. 
Developing prospects and arrang- 
ing interviews is done in our Home 
Office through our Sales Planning 
Department. This is only one of 
the features of our service to 


agents. 
Pan-American Service also includes— 


Educational Course 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and Health 
Policy 

Substandard Insurance for Under-average 
Lives 

Group Insurance 

All Forms of Accident and Health Insur- 
ance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 


California 


The Springfield Life Insurance Company 
announces that arrangements have been com- 
pleted to enter the Pacific Coast field, and 


that 


R. H. JENKINS 
Suite 331 A. G. Bartlett Bldg, 
Los Angeles 


has been appointed as General Agent for the 
State of California. 


Real Old-Time, Life—Time Agency Con- 
tracts, with Liberal First Year Commissions, 
and Non-Forfeitable Renewals, are available 
to live, wide-awake men of proved ability. 





All Standard Policies are written, with or 
without Total and Permanent Disability, 
| Premium Waiver and Double Indemnity. 




















Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 


July 22, 1927 
































For information regarding territory and commissions, call 
on or write to R. H. JENKINS, General Agent for the State 
of California, Suite 331 A. G. Bartlett Bldg., Los Angeles. 
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Thirty-first Year, No. 29 


SUGGESTION IS MADE 
FOR TWO NEW SECTIONS 


Industrial Life and Financial Men 
Have Separate Auxiliary 
Associations 


WOULD SERVE REAL NEED 


American Life Convention May Decide 
to Enlarge Its Activities With 
Some Added Service 





M. 
Convention 


Woollen of the 
written 


President H. 
American Life has 

a number of the companies that are 
members writing industrial business 
suggesting that an industrial life insur- 
ance section be organized similar to the 
legal and medical sections. The Ameri- 
Life Convention has the machinery 


The 
and representatives 


ica 


+ 


n 
to handle additional sections. in- 


dustrial executives 
have complained from time to time that 
although they attend various conven- 
none of them are devoted to the 
peculiar problems of their companies. 
Recently at the meeting of the Insur- 
Advertising Conference at Hart- 
ford a group of men connected with 
industrial companies got 
formed a committee and suggested a 
new organization comprising not only 
industrial life companies but those writ- 
1g also industrial health and accident 
insurance, 


Would Obviate New Body 


tions, 


ance 


The suggestion of President Woollen 
would obviate a new organization 
Industrial Insurers Conference is an 
organization of health and accident 
companies writing weekly payment 
business. The American Life Conven- 
tion has all the facilities for conducting 
a section of this character whose meet- 
ings could be held the two days prior to 
the regular convention at the same 
time that the legal section is meeting. 
In this way the complete record of the 
meeting would be taken and published 
by the American Life Convention. The 
head office of the organization would be 
ible to carry out all the details. There 
vould be a central headquarters around 

hich the section would revolve. 

Many Companies Interested 
Many 
\\V oollen’s 
hat this 

d 


who have President 
suggestion thought believe 
section could well organ- 
and would therefore not bring into 
another association. The Amer- 


given 
be 


eing 


ican Life Convention could carry on the | 


detail work at far less expense than a 
w association. The American Life 
Convention already has a number o! 
ipany members writing industrial in- 


surance. These companies and_ the 


mount of industrial insurance in force | 


as follows: 
American Bankers, III, 
\merican National of Texas, $260,546,- 
8: Commonwealth Life of Louisville, 
$39 Equitable Life of Wash- 
n. D. C.. $31,980,000: Eureka- 
(CONTINUED ON PAGE 12) 


$9,029,508; 


r2S,000% 


together, | 


The | 
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| USE OF AMERICAN MEN 
TABLE IS APPROVED 


QUALIFICATIONS ARE CITED 


Indiana Insurance Department An- 


swers Inquiry of Indiana Com- 
pany on This Question 


A favorable opinion has been given by 
| the Indiana insurance department on the 
use of the American Men table of mor- 
tality with certain qualifications, in an- 
swer to a recent request of an Indiana 
company. The comment of the Indi- 
ana department in this connection, com- 
paring the results under the two tables 
of mortality and the qualifications under 
which the American Men table would 
be acceptable, is as follows: 
“Referring now to the question of 
whether or not under the Indiana law a 
legal reserve life insurance company 
may value policies on the American Men 
(Ultimate) mortality table with 3'2 per- 
cent interest, it is without question the 
intent of our law in prescribing a mini- 
mum valuation standard to require com- 
panies to maintain reserves sufficient 
to mature outstanding policies or re- 
insure them in another company. 
| Standard Is Cited 


“The law stipulates that should a 
company issue any policies based upon 
a higher standard than the prescribed 
minimum basis, the American Experi- 
ence table of mortality with 4 percent 
interest, or the Actuaries Combined Ex- 
perience table of mortality with 4 per- 
| cent interest, such policies shall be 
valued according to such higher stand- 
ard. At once we are confronted with 
| the proposition of how to determine 
| whether one basis of valuation is higher 
than another. 

“When comparing two standards of 
valuation, it would be improper to con- 


| sider only the reserves produced by 
each. It is common knowledge among 
actuaries that one table of mortality 

| may produce very much lower prem- 


iums and yet on the other hand higher 
reserves than another table of mortality, 
using with both tables the same rate 
of interest. And because the solvency 
of a life insurance company depends 
upon the reserve represented by actual 
assets and the premiums to be received 
in the future, it is essential that we con- 
sider both premiums and reserves in 
comparing valuation standards. 


Reserves Compared 


“I have compared the premiums and 
reserves produced by the American 
Men table with 3% percent interest and 
the American Experience table with 4 
n 


percent interest and have come to the 
conclusion that the unrestricted use of 
| the American Men table with 3% per- 
cent interest would be in contravention 
of the Indiana statutes. To support my 
| conclusion, I need only call attention 
to the fact that in the case of term 
insurance, the reserves and premiums 
by the American Men table for a num 
ber of ages are about one-half of those 
by the American Experience table 


in my opinion a 


} 


“However, 
would be complying with t 
the Indiana law if it issued | 
American Men table with 
interest as a valuation 
following rules 


company 
e€ spirit ot 
olicies with 
jlo per- 
basis, pro- 
were ob 


el 
ine 
} cent 


| vided that the 


| CINCINNATI MEN PLAN 
ENTERTAINMENT EVENTS 


WILLIAMS IS THE CHAIRMAN 


Arrange for the Forthcoming Meeting 
of the National Convention of 
Insurance Commissioners 


The local people of Cincinnati hav: 
organized to take care of the Insuranc« 
Commissioners Convention which will 
meet in that city. A committee will 


| look after the entertainment of the com- 


|missioners and others attending the 
meeting. Charles F. Williams, vic 
president of the Western & Southern 
Life, was elected chairman; John D 
| Sage, president Union Central Liie, 
vice-chairman; B. G. Dawes, Jr., vice 
president Eureka Security Fire, treas 
urer, and E. Jay Wohlgemuth, Tut 
NATIONAL UNDERWRITER, secretary. The 
following committees were appointed 
Badges, souvenirs and printing, R. F 
Rust, Union Central, and T. .. Ap- 


pleby, Ohio National Life; cigars, Cap- 
tain John W. Pattison; registration, | 
W. Scherr, Inter-Ocean Casualty; auto 
mobiles, S. M. Cross, Columbia Lite 
and W. A. Earls, local agent; receptio 

Frank M. Peters, Federal Union Life 





F. O. Valentine and W. C. Safford, 
| Ohio insurance superintendent; boat 
| ride, C. F. Williams, Western & South 

ern; burgoo and farm entertainment, 
| John L. Shuff, Union Central Life; 
| Governor Donahey dinner, C. F. Wil 
| liams. 
| 
| served First, the reserve on all 

policies issued with the American Met 


table and 3% percent interest as a val 
uation basis is less than the reserve 
all such policies by the American Ex 


perience table and 4 percent interest, at 
additional reserve shall be maintained 


equal to such difference in aggregat 
reserves. Second, in every case in whi 
the premium charged for insurance 1s 


less than the net premium for sucl 
surance, by the American Experience 
table and 4 percent interest, the company 


shall carry an additional reserve equal 
| to the present value on the basis of the 


American Experience table and 4 per 
cent interest of the deficiencies in prem 
ium.” 


Conservative Life 


Doubling the amount of capital, en- 
larging its territory and election of tl 
additional featured the qu: 
directors of the Con 

Sioux City, la Phe 
has been increased from $100,- 
$200,000 and plans have been 

enter South Dakota and 
Previously tl ¥ 1 
Iowa 
members of the 





Expands 


directors, 
terly meeting of 
servative Life of 
capital 
000 to 
completed to 
Nebraska 


operate d in 


ie company had 
' “We 
exciusiveily,. 


new board art 
W. J fertke, president of the Sioux 
Citv Service Co.: Haftor Sve, presi- 
dent of the Sioux City Optical Co., and 
W. Ro g ] editor and publishe 





93. ; 
mupdiCcan 


of the Mitchell, S. D., “Rey 


Will Meet in Colorado 


The $100,000 Club of the Amicabl 
Life of Waco, Tex., will hold its meet 
ing in Colorado, going to Colorado 
Springs and Denver. The trip will be 


taken in August 


$3.00 Per Year, 15 Cents a Copy 


COMMISSIONERS PLAN 
FOR THEIR MEETING 


Members of the Executive Com- 
mittee Gathered in Cincinnati 
This Week 


TALK OVER THE PROGRAM 


Arrange for the Annual Convention to 
Be Held the Latter Part of 
September 

CINCINNATI, 


is making arrangements to entertain the 


July 20.—Cincinnati 


Insurance Commissioners Lonvention 


which will be held here. at the Hotel 
Gibson, Sept. 27-30. Members of the 
executive committee and others promi 


nent in the affairs of the association met 


at Cincinnati Tuesday of this week as 


the guests of Vice-President Charles F, 
Williams of the Western & Southern 
Life, who is general chairman of the 
local entertainment committee at the 
fall meeting. The purpose of this meet- 
ing was to prepare the program and 
arrangements tor the larger meeting. 
Mr. Williams is a genial host and his 


guests thoroughly enjoyed their visit to 
Wueen City. 
Session Held at Cody Farm 
At his suggestion, the executive com- 
adjourned its meeting to Col. 
Cody's farm where the business session 


mittee 


was held in the beech grove, a most ap- 
propriate setting for this time of 
Che members of the committee 
others attending included in part 
G. Read, Oklahoma City, Okla.: 
Yenter, Des Moines, Ia.; Albert S. Cald- 
well, Nashville, Tenn.; Frank N. Julian, 
Montgomery, Ala.; W. M. Corcoran, 
Hartford, Conn.; A. I. Vorys, Colum- 
Ohio; William C. Safford, Colum- 
Ohio; Clarence C. Wysong, Indian- 
apolis; James V. Barry, Metropolitan 
Life, New York City; F. M. Speakman, 
actuary, Philadelphia; John A. Hartigan, 
St. Paul, Equitable Life of New York; 


year, 
and 
Jesse 


Ray A. 


} 
us, 


bus, 


Col. Joseph Button, Richmond, Va.; 
Charles F Williams, vice-president, 
Western & Southern: S. M. Saufley, 


Frankfort, Ky.: Walter Robinson, Colo- 
ra lames A. Beha of New York, 
who had definitely intended to attend, 

as prevented at t moment by a 
serious accident to his daughter. 


" 
} 


¢ last 


Prepare the Program 

Colonel Button, the secretary of the 
Insurance Commissioners Convention, 
assisted by Chairman F. N. Julian and 
President Albert S. Caldwell, led the 
discussion relative to the program for 
the fall meeting, and the committee de- 
cided tentatively on the papers and 
speakers Official announcement will 
ollow in due course and may change 
the final program somewhat. “The Kan- 
sas Code” has been assigned to Mr. 
Smith, deputy commissioner of that 
state, which recently adopted a new, 
| (CONTINUED ON PAGE 12) 
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DARBY DAY DETAILS 
COOPERATIVE PLAN 


TELLS HOW AGENTS PROFIT 


National Interest in Progress of Scheme 
Is Aroused—Suggestions Come 
from Many Sources 


Darby A. Day, Chicago general agent 
of the Union Central Life, has aroused 
national interest in his agents’ coopera- 
tive plan, under which his staff will 
share in the profits of the agency. The 
details of the plan, which are subject to 
change wherever change will be beneti- 
cial, have been clearly set forth by Mr. 
Day. 

“Many plans and thoughts have been 
advanced by various people in an effort 
to formulate a satisfactory cooperative 
plan,” Mr. Day said. “Most of them 
have embodied features objectionable 
either to the company, the general agent 
or the agent. We have worked out what 
we believe to be a feasible plan, satis- 
factory to all. In order that the general 
agents’ relations with the company be 
not disturbed, a Delaware corporation 
was formed and a contract was entered 
into with that corporation whereby the 
profits of the agency are turned over by 
the general agent at the end of each 
year during the contract, to be divided 
40 percent to the agents and 60 percent 
to the general agent. 


Corporation Handles Business 


“It was agreed by all concerned that 
to create a more genuine interest on the 
part of the participants the working 
fund, or monies required to conduct the 
agency, be supplied by the corporation. 
Inasmuch as the general agent has only 
60 percent interest therein, 40 percent of 
those funds must be subscribed by the 
participants. The maximum amount 
allocated to anyone was $1,000 and the 
minimum $100. 

“These funds bear a given rate of in- 
terest which is paid as a fixed charge 
by the agency prior to the distribution 
of any profit. That is, the 40 percent 
contributed by agents and employes is 
guaranteed a definite interest earning, 
and the 60 percent contributed by the 
general agent is not interest bearing. 
Thus the agent who contributes any 
sum may regard it as an evidence of 
good faith in his participation in the 
conduct of the company or the agency, 
and also as an investment apart from his 
sharing in the profits of the agency. 

Profits Go to Two Funds 


“The profits when determined are 
then divided into two funds, one of 40 
and one of 60 percent. Sixty percent 


is paid to the general agent and the 40 
percent is divided as illustrated in the 
following example: 

“Assume that the net profit of the 
agency for the year is $20,000. Of this 
amount, 60 percent, or $12,000, is the 
general agent’s participation. The 
amount to be divided among agents and 
employes is 40 percent, or $8,000. As- 
suming, as is the case in this agency, a 
contribution to the working fund by 
agents of $20,000, the following distri- 
bution would become effective. 

Three Parcels Established 


“Agent A, having contributed $1,000 
to the fund in addition to the definite in- 
terest rate guaranteed and previously 
paid him, would be entitled to 5 percent 
of the $8,000, $1,000 being 5 percent of 
the $20,000 distributed. Five percent of 
the $8,000 is $400. This fund is then di- 
vided into three parts, $133.33 being paid 
to the agent as a cash dividend, $133.33 
being contributed to the working fund 
for the ensuing year, and the remaining 
$133.33 going into a fund for division 
according to production of new business. 
That part contributed to the working 
fund becomes interest bearing and par- 
ticinating. 

“Thus, if the agency 
000,000 of paid business, 


produces $15,- 
and Agent A 





DEPARTMENT MAKES 
NEW HIGH TAX RECORD 


INSURANCE INCOME $803,689.47 


Connecticut Body’s Revenue from Com- 
panies Has Been Increasing Stead- 
ily—Last Two Years Are Best 


A new record in the Connecticut in- 
surance department in receipts for the 
fiscal year ended June 30, 1927, is an- 
nounced by Commissioner Dunham. 
The total receipts from all sources were 
$803,689.47. 

The biggest item, of course, was the 
income from taxes, the total being $666,- 
839.35. This tax is on the premium in- 
come of companies of other states 
which did business in Connecticut dur- 
ing the fiscal year. The tax is reciprocal. 
Connecticut imposes the same tax on 
the premium income of the companies 
of other states which those states collect 
from the Connecticut companies. This 
varies from 1 to 3% percent on all lines. 


Reciprocal Agreement Operate 


If a state does not tax Connecticut 
companies, the department does not col- 
lect any tax from the companies of that 
state operating in Connecticut. For ex- 
ample, New Jersey does not collect a 
tax from the premium income of the life 
business done by Connecticut companies 
of that state, and Connecticut recipro- 
cates. 

The Metropolitan Life paid the larg- 
est sum to the Connecticut department, 
the amount being $134,248.49. 

The receipts of the department have 
increased remarkably in the last few 
years, and particularly in the last two 
years, the previous high total being 
$713,991.81, 
June 30, 1926. 


for the fiscal year ending | ) ‘ 
| previous month and 13.7 for May 1926. 





MORTALITY RATE FOR MAY | INCREASE OF 2.7 PER 


RECORDED IMPROVEMENT 


HEALTH CONDITIONS BETTER | GAIN 
| 


CENT FOR HALF YEAR 


IN JUNE 1 PERCENT 


Metropolitan Life Reports Continued Figures Prepared by Life Presidents 


Decrease from Figures Estab- 
lished in Preceding Year 


The Metropolitan Life reports that 
May registered the lowest death rate for 


that month ever recorded in the expe- | 


rience of the company’s 
policyholders, who now number ap- 
proximately 19,000,000. The figure for 


industrial | 


May was 8.7 per 1,000, following a rate 


of 9.5 for April which was also the mini- 
mum for that month. Health conditions 


in the industrial populations of the | 
United States and Canada for the pe- 
riod Jan. 1 to May 31 were better than 


for the corresponding period of any pre- 
ceding year. Unless health conditions 
change materially before the end of 
1927, this is destined to be a record 
health year. 

Showed Seasonal Decline 


Tuberculosis, pneumonia and influenza 


registered declines in May, as they have 
in every preceding month of 1927. The 
rate for cerebral hemorrhage and 
Bright’s disease dropped slightly. The 
mortality from heart disease and can- 
cer increased a little. Measles and 
whooping cough rates were less than 


those of May a year ago, but the mor- 
tality from diphtheria continued to run 
higher than in 1926. The rates for all 
causes combined showed the usual seas- 
onal decline in May as compared with 
the record for the preceding month. 
The death rate for the large cities of 
the United States in May was 12.8 per 
1,000, as compared with 13.8 for the 








produces $300,000, his proportion of the 
total would be 1/50 or 2 percent. One- 
third of the 40 percent, or $8,000 is 
$2,666.66. Two percent of the last 
amount is $53.33. Thus the agent’s pro- 
duction dividend is $53.53, or a total of 
$266.33 and a participation certificate of 
$133. His total is $1.133. This amount 
is the basis for the following year’s 
computation. 
Refunds Are Made 

“When the agency fund arrives at a 
point at which no further contributions 
are necessary to it and becomes self- 
sustaining by virtue of the recoveries 
thereto, which offset the expenditures, 
no further certificates of participation 
will be issued, and the third disposed of 
through certificates of participation at 
the beginning will be payable to the 
agents in cash. 

“In the case of Agent B, who con- 
tributes say $200 and produces $100,000, 
his cash dividend would be 1 percent of 
the $8,000, or $80. His production divi- 
dent would be 1/15 of the $2,666 al- 
located to pay for production. 

Contingencies Provided For 

“In view of the fact that the general 
agent’s contract is terminable, his con- 
tract with the corporation must neces- 
sarily be terminable at his discretion 
also and must provide for his return to 
the agents of the funds deposited by 
them together with the interest agreed 
on. It also must provide for paying 
their share of the profits accrued and 
undivided at the time of the termination 
of the contract. 

“Thus it is plain that the agent does 
not actually buy an interest in the 
agency nor receive any equities or guar- 
anties beyond the current period. The 
funds required of him are required sim- 
ply to establish in his mind a more defi- 


nite, cooperative and proprietary inter- 
est in the plan. 
“The corporation referred to, while 


having no relations with the company 
nor jurisdiction as to the management 
of the agency other than in an advisory 
capacity, will have officers and a board 








of directors, the same as any other cor- 
poration. The officers in our instance 
are a president, two vice-presidents, a 
treasurer and a secretary. 
poration, I am the president; 
ciate manager and one of 
agents are the vice-presidents; our sta- 
tistician is the secretary and the treas- 
urer is our agency cashier.” 

Mr. Day explains that the present plan 
is the foundation of a cooperative plan 
which it is hoped will be amplified and 
broadened by suggestion and advice of- 
fered by the managers and general 
agents who are evincing interest in the 
plan and are asking for details. In every 
case the queries are made with a view 
to ascertaining whether the inquiries 
can apply the plan in their fields. In 
every instance Mr. Day says the inquir- 
ers are asked to offer their suggestions 
for any changes that may be beneficial. 


the asso- 


Premium Payment Advised 


Frank T. Hines, director of the Vet- 
erans Bureau, has issued a public notice 
requesting war veterans who recently 
reinstated and converted their war risks 
insurance to continue paying premiums 
on their policies even though the poli- 
cies themselves are not received for 
some time, explaining that in spite of 
the addition of a large temporary staff 
the bureau is swamped with work due 
to the fact that more than 300,000 vet- | 
erans reinstated their policies in the last 
rush before the privilege of reinstating 
and converting their war risks insurance 
expired on July 2. 


Agents Honor Carey Arnett 


President Carey G. Arnett of the In- | 
ter-Southern Life of Louisville cele- 
brated his birthday July 15 with $1,002.,- 
000 of new business from the agency 
force on that day, bringing the total new 
business for the first half of “Arnett 


Month” above production for any other 
two weeks in the history of the com- 
pany. 


Of our cor- | 


the older | 


| expected in 


| mander in charge of the drive. 


Association Compare Production 
With Same Periods in 1926 


An increase in life insurance sales in 
the United States of 2.7 percent over 
the same period in 1926 and 1 percent 
in June is shown by figures compiled by 
the Association of Life Insurance Presi- 
dents. The compilation aggregates the 
new business records—exclusive of re- 
vivals, increases and dividend additions 
—of 45 member companies, which have 
81 percent of the total life insurance 


outstanding in all United States legal 
reserve companies. 
Figures for Six Months 
For the six months period, the total 


new business of all classes purchased 
from the 45 companies was $5,819,000,- 
000 against $5,668,000,000 during the 
same period of 1926, an increase of 2.7 
percent. New ordinary insurance 
amounted to $4,090,000,000 as against 
$3,965,000,000 in 1926, a gain of 3.2 per- 
cent. Industrial amounted to $1,325,- 
000,000 as against $1,285,000,000 in 1926, 
an increase of 3.1 percent. Group 
amounted to $404,000,000 as against 
$418,000,000, a decrease of 3.4 percent. 


Business in June 


For June the total new business of 
all classes was $986,000,000 as against 
$976,000,000 during June, 1926, a gain of 
1 percent. Ordinary insurance amounted 
to $697,000,000 as against $705,000,000, a 


decrease of 1.2 percent. Industrial 
amounted to $222,000,000 as against 
$202,000,000, a gain of 9.6 percent. 


Group was $67,000,000 as against $69,- 
000,000 a decrease of 2.1 percent. 


DRIVE FOR SUMMER 
BUSINESS SUCCESSFUL 


The Security Life of Chicago is con- 
ducting a special drive for new business 
under the title of a “Flight to Paris,” 
and from July 1 to July 18 wrote $1,500,- 
000 of new business. The contest started 
July 1 and will end August 31. It is 
the home office, Chicago, 
that July of this year will show an in- 
crease in production of more than 125 
percent over July of last year. The 
quota set for July is $2,000,000. A like 
quota will be set for August. 

The Charles A. Lindbergh New York- 
to-Paris flight is being used as the news 
feature of the contest, and each agent 
is designated a captain. L. S. Broaddus, 
inspector of agencies, is the flight com- 
Because 


| of the live news angle of the campaign, 


| 
| 


the agents have reacted to it with un- 
usual enthusiasm. 

The company conducts on an average 
of four drives for new business each 
falls in the 


year. One of these always 
months of July and August. As a re- 
sult, Mr. Broaddus reports, the com- 


pany’s writings always hold at a high 
level during these months, which by 
some agencies and companies are con- 
sidered the worst in the vear. 





Federal Union Life Club Meets 


The 50 members of the $100,000 Club 
of the Federal Union Life of Cincinnati 
held their _ convention at Niagara 
Falls, N. Y., last week. 

Councilman W illiam H. Heffelfinger 
| quneneted the city and welcomed the 
convention in a short speech, after being 
introduced by Chairman K. Knip- 
pling. Frank M. Peters, Cincinnati, 
president, responded. Joseph Roy, man- 
ager of the Chicago branch, described 
the growth of the company. Other 
speakers were Oscar Merriman of 
Youngstown, O., and Charles Gavosky 
of Chicago. . 
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NEBRASKA DECISION IS - 
REVERSED BY COURT 





Law Permitting Incorporation 
of Mutuals Is Held 
Valid 


LEININGER CASE 


Others Are Affected by Sweeping Vic- 
tory of North American National 


IS CLOSED 





in Supreme Court 





LINCOLN, NEB., July 21.—The law 
permitting and providing a method for 
transforming mutual life companies into 
stock companies was held valid in all 
respects by the supreme court in passing 
on the appeal of the North American 
National 


life of Memphis 


from a decision of District Judge Shep- 


Omaha and 


herd that virtually ordered the handing 
over of the property to the old mutual 
policyholders. It was a sweeping vic- 


tory for the company, which was sus- 
tained on every point. It is also a deci- 


sion of great importance to six other 
Nebraska stock insurance companies 
that were evolved from the mutual 
form. One action similar to the case 


decided is pending in the district court 
against the Northwestern of Omaha, 
and a complaint unacted upon is before 
the insurance department, in which the 
Equity Life is 1 





concerne 


Debated Policyholder'’s Rights 


The principal point stressed was that 
the law permits the property of a mu- 
tual policyholder to be from him 
without due process of law, when it 
not require the consent of every 
member to the change. The cx says 
that if this were true it ul 
unconstitutional statute, but that the 
law provides—and in the pending case 
the proviso was made a part of the plan 
and approved by the depart- 
ment—that such change shall in no way 
prejudice or impair any pending action 
or right previously acquired or change 
any existing contract of the company. 


taken 


1oes 


presented 


Question of Process 


The court further holds that the 
transiormation of a mutual into a stock 
ompany is so fundamental a departure 
trom the business for which it or- 
ganized as to prevent it being made 
without the consent of all the members. 
where the articles of incorporation re- 
served the right to make such an 
amendment. The due process employed 
by the federal and state constitutions is 
held not to be intended to control the 
power of the state to determine by what 
process or in what manner rights may 
e asserted or determined so long as the 
procedure affords reasonable notice and 
a tair opportunity to be heard in court 
before a fina] determination is had. It 
holds that a notice by mail is reasonable, 
nd is sufficient. 

The court says that it 
practical and probably impossible to 
secure personal summons on every 
member, so widely scattered become life 
nsurance company policyholders, and 
the expense is prohibitive. It holds 
valid and legal any mode of service that 
is practical and suited to the nature of 


was 


would be im- 


the proceeding. In this case the mail 
notification plan was effective at least 
to the complainant. Objections were 


ade by John P. Leininger, the com- 
aining policyholder, that the plan ap- 
oved by the department was inequi- 
The court says that the law will 
be declared void even if that were 
nor will any irregularities arising 
ut of a mistaken f the 








table. 
construction of 
law by either the company or the de- 
partment affect its validity. 

The court holds that the department 





HUGE BUSINESS IN JUNE 
COMPANY HAD BIG INCREASE 


Exceeded All but Two Record Decem- 
With Total of 
$91,309,699 


NEW YORK, July 206.—A total of 
$91,309,699 of paid business was written 
by the Equitable Life of New York in 
June, an increase of $5,638,342 beyond 
that secured by the company in the cor- 
responding month of last vear.  Inci- 
dentally the business had in the past 
month exceeded that written during any 
month in the history of the Equitable, 


bers, 


with the exception of December, 1925 
and 1926, when record breaking 
amounts were rolled up Fourteen 


agencies in this city produced over 
$1,000,000 each in June, while 41 agen- 
cies elsewhere made an equally credit- 
able showing. Seventy-seven agencies 
throughout the country paid for over 
$500,000 each last month 


Million Dollar Agencies Numerous 


On the basis of six months’ perform- 
ance the company reports 64 of its agen- 
cies averaging better than $500,000 busi- 
ness per month, and of this number 26 
averaged in excess of $1,000,000 each. 
Of the latter class of agencies 11 
located in this city. A contributing fac- 
tor to the great June record of the 
Equitable Life was the writing by §1 
agents throughout the country of more 
than $100,000 each during the period 
At the end of June there were four 
agents who had personally written over 
$1,000,000 since Jan. 1, and 42 others 
with an individual contribution in excess 
of $500,000 each. 


was justified in 
be sold at at 

to afford a 
commissioner was 
the transformation 
the company to 
surplus. 


the stock to 
percent premium 
surplus, and that the 
not required, 
was made, to order 
distribute the existing 
The acts of the officers in cx n- 


requiring 
least 25 


sO as 





when 


nection with the change would not 
affect the validity of the change, since 
these could have been called to the 
attention of the department, which had 
full power in the matter Neither is 
the motive for making the change ma- 


terial; it is the desire that controls, and 
in this case the majority vote favored it 

The use of proxies that were given at 
the time the policy was taken out is 
held to have been proper at the election 
wherein the change was voted on, as 
due warning of such use was contained 
in the letters policvholders 
Every person dealing with a corporation 
is assumed to know that the laws affect- 
ing them may be changed from time to 


sent to 


time, and a party taking out insurance 
does so in contemplation of the possi- 
bility of changes in company contract 
ing. It holds that the company acted 
in apparent cood faith at all times, that 


no irregularities of its officers or of a 
public officer were sufficient to vitiate a 
completed transaction 

Complainant Is Estopped 


As to Leininger’s complaint the court 
says that he is now estopped from chal- 
lenging what was done. He waited four 
vears before he took any action, and he 
as presented no excuse for his laches 
He was informed of what was proposed, 
and a reasonable inquiry would have 
him all of the facts. The 
court savs it knows of no principles of 


discl sed to 


equity that would permit him to stand 
by, remain a policyholder, accept his 
share of the surplus, deal with and 
recognize it as a stock company: per- 
mit it to expend money in developing 
the business, sending agents into other 
states, collecting premiums and doing 


other acts, and then challenge what was 
done. That would be unjust to the 
stockholders and the rights of new pol- 


ithe S. T. 


are | 


LIFE INSURANCE EDITION 


HAVE TWO BIG MONTHS 


|CONTEST WINNERS GO EAST 


James Ledy and H. O. Nelli of Chi- 
cago Aetna Life Agency Will Take 
Study Course at Hartford 


James Ledy and H. O. Nelli are the 
the contest just 
Whatley Chicago agency ot! 
the Aetna Life, conducted for the pur- 
| of providing a reception committee 
to meet Mr .Whatley when he arrives 
in New York on the Mauretania on Fri 
day of this week. After meeting Mr 
Whatley these men will go to the home 
office in Hartford for a short educa 
tional course. During the contest, which 


winners in closed by 


lran from May 16 to July 16, Mr. Ledy 


wrote 26 applications for life and acci- 
dent and health business and Mr. Nelli 
wrote 36. Mr. Ledy has been in the in 
surance business 13 years. Mr. Nelli 
has been in the business only 3 years, 
produced steadily during only two of 
those years because of losing a year 
through illness, and during the contest 
did all of his work in connection with 
attendance at the Rockwell school, which 
will run in Chicago until August 13. 


Drive Nets 412 Applications 


During the contest the full-time de- 
partment turned in 412 applications tor 
a total of $8,801,000, In addition, 91 
accident applications and 11 group ap- 
plications were written. The agents in 
the full-time department wrote $1,400,- 
000 the last three weeks of the contest. 
The full time staff in recent months has 
been averaging $1,000,000 a month, and 
has been paying for approximately that 
amount. On July 13 the contestants 
wrote a total of $935,000, without mak- 
ing any special effort aside from the 
effort that all were making in connec- 
tion with the contest. This is the largest 
single day's business the ever 
has done. 

Concurrently 


agency 


with the reception com- 
mittee contest, J. A. Morrison, a member 
of the Whatley agency staff, conducted 
a “trip to New York and Hartford” con- 
test for all the members of the staff who 
have been with the agency less than two 
years 

The Morrison contest was won by 
Frank S. Germont, with over $200,000 ot 
business. He paid in advance over 50 
percent of it 

Mr. Germont will 
educational course at the 


short 


take a 


home 


also 


office. 
Rule of Contest 


The rule of the contest that was open 
for all was that the first 10 applications 
counted for one point and that each ap 
plication over the first 10 counted one 
The rules were such that the agent who 
produced the largest amount of business 
might not have been the winner, as the 
drawing done on the free-for-all 
among all who qualified. It so 
happened, however, that those who pro- 
duced the most were the winners 

The committee in charge of the con- 


was 


basis 


test comprised P. D. Smith, head of 
the health and accident department; 
M. L. Deaton, supervisor of Illinois 


agencies outside of Chicago: and H. K. 
Scott, agency superinendent in the What- 
ley agency. The drawing was done by 


John S. Brooksmit, vice-president of the 
Harris Trust & Savings Bank Mr. 
Scott, Mr. Morrison and Mr. Germont 


will accompany Mr. Ledy and MY. Nelli 


|to New York. 
with. In any event Leininger has not 
shown that he has as yet suffered any 


wrong, and the courts cannot grant re- 
lief for anticipated wrongs. The record 
shows, it says, that all his possible 
rights were fully protected in the pro- 
ceedings and by law, and the case is 


icvholders would be seriously interfered | ordered reversed and dismissed. 





BANKERS)LIFE.WINS IN 
LONG CONTESTED CASE 





Claim of Old Assessment Policy- 
holders Regarding Increase 
Is Rejected 
FUNDS EQUITABLY USED 
Assessments in Question Were Held 
Legal and Necessary—Appeal 
to be Taken 


DES MOINES, IA., July 20.—Deci- 
sion in the long drawn out case in the 
Polk county district court against the 
Bankers Life of lowa for an advance in 


rates on the old assessment policy hold- 


ers, given Friday afternoon by 
Judge O. S. Franklin, after taking three 


weeks in 


was 


vol- 
rhe 


claims of the assessment policyholders, 


which to study the large 


ume of testimony submitted. 


who sought to enjoin the company from 


collecting increased assessments mace 


in April and July, were rejected. 
Held for Company 


Judge Franklin's decree was given 
orally before a score of attorneys inter- 
It settled three 


the suit, 


ested in the case, 
jor questions brought up in 
Judge Franklin decided: 

1. That all funds connected with 
administration of the assessment 
of policies had been properly accounted. 

2. That all proper credits to these 
funds had been made by the company 

3. That the April and July 
ments were legal and necessary. 

L. Bump, attorney for a group of 
assessment policyholders, announced 
after the decision was given that he 
would carry an appeal to the supreme 
court. An appeal had been expected in 
f decision for either side 

The suit sprang from the action of 
the company in 1911 when legal re 
serve and level premium policies were 
issued and the assessment policyholders 
were placed in a 


ma- 


the 


class 


assess 


case oOo! a 


separate class 


Policyholders Lost Nothing 


Franklin 
policyholders 
handling of 


funds. He« 


that the 
lost 
guaranty 
that al- 


pointe d out 
had 
the 


said 


Judge 
assessment 
ing by the 
fund and other 


noth- 


though the $352,000 contingent fund of 
the assessment policyholders had been 
used at the time of the change, it had 


been paid back several times over. 
Comparison of relative expense 
} 


charges excepting those for acquiring 
new business shows that the legal re- 
serve policyholder pays more for the 


than the 
comparative 
$1.80 for each 


same services assessment poli 
cvholder. the 


$2.86 


costs be ng 
and $1,000 of in 
surance, 

Judge Franklin said that legal reserve 
policyholders had contributed $1,800,000 
to the assessment class and are contrib- 
uting at the rate of 3 percent of the 
expected mortality a vear 

He added that the charge of 5 per cent 
of the interest of invested funds for 
paying the expenses of investing is not 
exorbitant as assessment members are 
receiving their share of the interest 


Involved 2,000 FPiaintifis 


Approximately 2,000 assessment poli- 
cyholders were plaintiffs and intervenors 


in the suit. The case was begun by Jos- 
eph Wall of Carroll, Ia.. and several 
others. The Bankers Life is reported 


to have approximately $90,000,000 of as- 
sessment insurance in force and to con- 
tain abont 40.000 policyholders of that 
class. The April assessment was 45 
percent of the guaranty deposit and 
the July assessment was 50 percent. 
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POINT OUT FUNCTIONS 
OF SMALLER COMPANY 


Serves a Special Purpose in Minis- 
tering to Needs of Its Own 
Community 


UNION LIFE CONVENTION 


Agents Held Their Annual Gathering 
At Rogers, Ark., Where They 
Were Hospitably Entertained 





Amer- 
Roy - 


director 


secretary of the 
and Dr. 
educational 


Claris Adams, 
ican Life 
Davis of 
of the Continental Casualty 
both called 
the agents of the 
Ark., to the use- 


Convention, 
Chicago, 
and Conti- 
nental Assurance, attention 
in their talks 


Union Life of Rogers, 


before 














WALKER 
Rogers, 


J. W. 


President Union Life, Ark. 


fulness and value of life companies op- 
erating in a_ limited territory. Mr 
Adams said that there was a big place 


in the sun for the companies writing a 


nationwide business or operating in a 
large section of the country. He said 
however, the smaller companies should 
not be overlocked because they per- 
formed a service that was peculiar and 
of particular value to agents and policy- 
holders. The so-called local companies 
are in closer touch with their field and 
cultivate it more assiduously, they are 
in intimate touch with conditions and 
their investments go toward building up 
state enterprises. 

Dr. Davis said that the smaller com- 
panies have very intimate relationships 
with their agents because the agents 
come in contact with all the officers in 
a very cordial way. 


Convention in Home City 


Union Life 
bankers, was 
Dream Valley 


convention of the 
all of whom are 
held at Rogers. The 

Club is the agency club. It holds its 
meeting in the auditorium at Dream 
Valley, the country home of President 
J. W. Walker, out in the Ozarks. 
President Walker erected last vear a 
spacious auditorium at Dream Valley 
for this particular meeting. Although 
it rained this year during the time of 
the meeting, yet all present enjoyed the 
close contact with nature. The auditor- 
ium is nestled between the hills and 
during the speaking a bird poured its 
soul in song making a vivid accompani- 
ment to the addresses that were given. 
The agents are entertained at Dream 
Valley over night and were served meals 


The 


agents, 
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| REPORTS OF COMPANIES ON NEW BUSINESS 


FOR FIRST SIX MONTHS OF CURRENT YEAR 








In response to the request of Tue Na- 
TIONAL UNDERWRITER, the 
have sent in their reports on new paid- 
for business for the first six months 


of 1927, together with figures on the 


Zank Savings Life, Kams.........0ee-eeeee > 
Cemeee LEGS ccccccccsccvccccnes 

Columbian National, Mass. 

Gem City Life, OhlO.....ccccccccccsccccccees 
George Washington Life, W. Va 


International Life, Mo. 
John Hancock (Ord. and Grp.)....... 
John Hancock (Ind.) 
National Fidelity, Mo. 
National Life, Vt. 
North American, 
Ohio National 
Philadelphia Life 
Security Life, 
Victory Life, 


The spirit of hospi- 
tality exemplified in President J. W. 
Walker is telt up and down the line. 
The other officials, the home office em- 
ployes and the Rogers residents are 
all in accord in their spirit of good will 


in the auditorium. 


and sincere greeting. 
Celebrities Present 
The mae was attended by Con- 


Tillman of Fayetteville, 
Ark., och toe saggy rooroanng : S. Ma- 
loney of Arkansas, Attorney M. J. Har- 
rison of Little Rock, who was gene 
insurance commissioner, and Robt. E. 
Wait, secretary Arkansas Bankers As- 
sociation. Telegrams of greetings were 
sent by State Bank Commissioner Wal- 
ter Taylor, Acting Governor Harvey 
Parnell and Attorney General H. W. 
Applegate. At the meeting at the home 
office auditorium the first day, General 
Manager Elmo E. Walker presided. Mr. 
Walker in his introductory talk said 
that the agents of the company were 
not high pressure men. They sell in- 
surance to meet actual needs. He ad- 
vised the agents to work out a family 
budget for their prospects in a perfectly 
logical and natural way. A home should 
be established on a firm foundation and 
life insurance should play its part in 
the development of that home. The ad- 
dress of welcome was given by Presi- 
dent J. W. Walker. In paying 


gressman J. \ 


companies | 


new business paid for in the first half | periods sent in this week: 

New Paid 

Bus. 1927 
734 





a tribute | 


to life insurance he said it developed the | 


finer sentiments of life. He 
that thrift had been inculcated through 
life insurance as its main handmaiden. 
Young men, he said, could adopt a pro- 
gr am of investment and savings through 
life insurance. It provides a fund 
old age. He said that life insurance has 
rreatly eliminated old age dependency. 
It creates estates for future delivery. 
President Walker stated that Arkansas 
citizens should be interested in upbuild- 
ing Arkansas institutions and promoting 
investments in the state. He said that 
Arkansas money should be kept working 
in Arkansas. 


Insurance Commissioner Spoke 


The response to the address was made 
by C. W. Baughman, vice-president of 
the First National Bank of Lamar. He 


feels that there is a great need for life 
insurance in Arkansas, saying that there 
carried per capita than in most 


is less 

states, 
Insurance 

talk said 


Commissioner Maloney in 
that it is only through 


| frank relationship and close association 


with the insurance department that 
companies organized in Arkansas can 
hope to grow and prosper. The depart- 
ment, he said, is no more lenient in its 
supervision over home companies than 
an outside company. In fact, he said 
that its supervision over a home com- 
pany is more critical and exacting to 
the end that Arkansas home companies 
founded and continued safe, will follow 
a scientific and sound system. The du- 
ties of the state insurance commis- 
sioner, he said, are many and varied. 
“he first duty is to the policyholders. 
The public interest must be kept upper- 


declared | 


tor | 





of 1926 and the increase in amount of 
insurance in force over the figure for 
Dec. 31, 1926, as shown in the sub- 
joined table. Following are the reports 


of companies on business for the two 


Inc. 


New 


Paid 


in Ins. 


1,484,647 
1,379,492 
6.4 38 040 1,509,000 
1,363,689 





most in mind. The state commissioner 
should know how the home companies 
are being managed. 

In dealing with insurance companies, 
Commissioner Maloney said that the de- 
partment insisted first that the plan of 
insurance be based on scientific, logical 
and actuarial standards. It endeavors 
to investigate the standing, integrity and 
ability of the management. It exercises 
close supervision of the investments. 
He said the insurance commissioner is 
interested in seeing that every company 


licensed in the state will pay all just 
claims against it. Commissioner Ma- 
loney cited the great benefit that in- 


surance companies were to the people at 
large because of their large reserves 
they have much money to invest. This 
money is available for the improvement 
of agricultural ar cities, railroads, 
public utility concerns, etc. 

Address by Robt. E. Wait 


Robert E. Wait of Little Rock, sec- 
retary of the Arkansas Bankers Asso- 
ciation in a talk said that life is always 
a strife in which people seek to find 
themselves. He urged his listeners to 
find themselves as soon as possible. To 
be most useful he said one must give 
and take. There are many opportun- 
ities he said in life insurance for peo- 
ple to find themselves. He urged the 
bankers to use all their opportunities to 
advance the cause of life insurance. 

Claris Adams’ Talk 


-as, 


and general 
Life Conven- 


Adams, secretary 
the American 


Claris 
counsel of 


tion, was the speaker at the afternoon 
session in the home office auditorium. 
Luncheon was served at the home of- 


fice. Mr. Adams in his talk said that 
if every person had to make public the 
amount of life insurance he carried, pro- 
duction would be automatically doubled 
because many men would be ashamed to 
let their friends know how little they 
carry. The banker, he said, is in a par- 
ticularly favorable position to write life 
insurance, because he knows the finan- 
cial condition of the people in his com- 
munity and has their confidence. Life 
insurance companies, he said, collect 
largely from a non-investing public and 
investments through the medium of life 
insurance go through many channels. 
This money is put in some basic enter- 
prise. He said that the banking system 
could not carry the economic structure 
of the country, if it were not for the 
assistance of life insurance. Life insur- 
ance, he declared, gives a family lifetime 
money He characterized it as the 
soundest and safest business in the coun- 
try. 

At the the girls of 
organized a 
led by Miss 
General 
The 


was 


morning session 
the home office who had 
drum corps gave a drill 
Gladys McGee, secretary to 
Manager Walker, as drum major. 
play “The Life of the Estate” 
given by home office employes. 
On the morning of the second day, 
the president of the Dream Valley Club, 
J. B. Lee, the cashier of the Farmers 


Bank & Trust Company of Magnolia, 
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Ark., presided at the auditorium at 
Dream Valley. At the close of the ses- 
sion Mr. Lee was presented with a 


magnificent watch by the officers of the 
company, the presentation being made 
by Elmo Walker. . 

Theo. C. Justus who is a field repre- 
sentative of the Union Life in northeast- 
ern Arkansas told about the flood con- 
ditions in that section and gave some 
graphic stories about rescue work. He 
said however that northeastern Arkansas 
is coming back. The pioneer spirit is 
shown. He said there is an imperative 
need for insurance to establish credit 
and provide protection. 

Pyle Is New President 
Dream Val- 


+ 


The new officers of the 
ley Club who qualified according to 
production are: President, W. D. Pyle, 
cashier of the Bank of Waldron; first 
vice-president, L. J. Lemley, cashier, 
Bank of Dover; second vice-president, 
W. G. Shelton, assistant cashier, Citi- 
zens National Bank of Hope; third vice- 
president, C. C. Campbell, assistant 
cashier, Columbia County Bank of Mag- 
nolia. 

The main address at the Dream Val- 
lev Club was given by Dr. Davis of 
Chicago, which appears in another col- 
umn. 

At noon the last day all the agents 
were taken to the famous Ozark mount- 


ain resort at Bella Vista, and in the 
evening they were entertained at din- 
ner at another resort, Monte Ne. On 


the evening of the first day many peo- 
ple in Rogers and vicinity were enter- 
tained at a dance at Dream Valley Audi- 
torium. 


Western Life Reinsurance 

Life of Chicago, which 
recently moved its headquarters to 
Gary, Ind., has a tentative reinsurance 
deal with the Mississippi Valley Life of 


The Western 


St. Louis, formerly the Kaskaskia Life 
of Shelbyville, Ill., whereby the latter 
company is to take over the Western 


Life. The Western Life absorbed the 
old Western Life Indemnity of Chicago 
of which Gen. George M. Moulton was 
president. Conferences have been held 
with the Illinois director of trade and 
commerce regarding the reinsurance ar- 
rangements. The first contract drawn 
up by the Mississippi Valley Life had 
to be modified but it is thought that the 
deal can be consummated in a _ short 
time. The Western Life has about 
$7,000,000 life insurance in force. 





Life Men Endorse Criticism 


W. Caswell Ellis, vice-president and 
agency manager of the Southeastern 
Life, says in a letter to Ernest J. Clark, 
chairman of the publication committee 
of the National Association, that he has 
received from life insurance men in 30 
states endorsements of his criticis m of 
the recently published book, “Life In- 
surance Simply Explained.” The letter 
is an answer to Mr. Clark’s reaction to 
Mr. Ellis’ criticism. 

The life men who uphold Mr. Ellis 
are said in the letter to include officials 
of 35 companies and a number of other 
prominent men, some of them present or 
former officers of the National Associa- 
tion and other nationally known life 
organizations. 





Des Moines Companies Expand 


for two well 
insurance com- 


week. 


Expansion 
known Des Moines life 
panies have been announced this 

The Merchants Life, which now occu- 
the 11th and 13th floors of the 
Register-Tribune building, will move 
Nov. 1 to the Valley National Bank 
building, where it will take over all of 
the tenth floor and a part of the eighth, 
also enough of the second floor to house 
its printing plant. 

The Des Moines Life & Annuity, 
cated on the 12th floor of the Register- 
Tribune building, will occupy all of the 

13th floor and a part of the 12th upon 
io. removal of the Merchants Life. 
The change will give each company 


programs 


pies 


lo- 


‘double space. 





eneene 
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ASK ME ANOTHER | 


| 





questions on 
cials and general agents. Some of the 
questions are easy and some rather 
dificult. Darby A. Day of Chicago, 
general agent of the Union Central Life, 
got about a 78 percent grade. Vice- 
President C. A. Peterson of the Mutual 
Trust Life of Chicago rated about the 
same or somewhat better. President 
T. W. Appleby of the Ohio National 
Life fell down on some of the ques- 
tions and he would be in the 80 percent 
class. John L. Shuff of Cincinnati, 
home office general agent of the Union 
Central Life, went a little higher 
would grade 82. P. M. Fraser, general 
agent of the Connecticut Mutual Lite 
in New York City and newly elected 
president of the New York Life Under- 
writers Association, passed on 86. 
Gerald A. Eubank of the Aetna Life in 
New York City got 82.3. Hugh D. 
Hart, newly elected vice-president of 
the Penn Mutual Life, got 80.4. <A. C. 
sigger, president of the American Life 
Reinsurance at Dallas, got 75. Here are 
the questions that were submitted. 


what you can do with them: 
* * . 


See 


1. What company bears the name of 
a signer of the Declaration of Inde- 
pendence? 

2. What two brothers are presidents 
of prominent life insurance companies 
in their city, each of whom was 
merly connected with the other’s com- 


1or- 


pany: 

Name two life insurance presi- 
dents who served in the United States 
Senate. 

4. What famous statesman was for- 


merly chairman of the Association of 
Life Insurance Presidents? 

5. Name four state insurance com- 
missioners now in office. 

6. Name at least two former state in- 


surance commissioners who are now 
prominently identified with life insur- 
ance. 
7. For what was Elizur Wright 
noted? 


8. Which is the older of the two or- 
ganizations, American Life Convention 
or Association of Life Insurance Presi- 
dents? 

9 Who is the president of the Na- 
tional Association of Life Underwriters? 
Where does he reside? With what 
company is he identified? 

10. identify Jacob L. 
W. Pattison, Henry B. 


Greene; John 


Hyde, John A. 


McCall, John R. Hegeman, Richard A. | 


McCurdy. 

11. What Chicago general agent for- 
y served as assistant Secretary of 
the Treasury under Lyman M. Gage, 
and later secretary to President William 
Howard Taft? 

12. Identify James L. Madden, Wins- 
low Russell, Darby A. Day, Clarence 
Axman, John D. Sage, Thomas W. 
Blackburn, Chas. J. Rockwell, S. S. 
Huebner, William A. Law, Herbert M 
Woollen, Arthur Hunter, Joseph Button, 
Claris Adams. 

13. Who is the president of the Na- 
tional Convention of Insurance Com- 
missioners? 

14. Identify the following. who have 
come up through the actuarial ranks: 


Rhodes, A. A. Welch, Henry 





WANT ADS 
in The National Under- 


writer are read every week 
by thousands of interested 
insurance men—that’s why 
they are result getters. 


1 inch $5.00 
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ECENTLY Tue Nationat Unper- | Moir, 
WRITER tried out 20 lite insurance | 
some company ofh- 


and | 


William J. Graham, George 
Graham, Lawrence M. Cathles, John F. 
Roche and M. Albert Linton. 

15. Name at least three Canadian 
companies now operating in the United 
States. 

16. With what do you identify 
Charles Evans Hughes in life insurance? 

17. Who was the founder of the 
Travelers Insurance Company? 

18. Name three Texas life insurance 
companies. 

19. Name the presidents of the New 
York Life, Equitable Life of New York, 
Mutual Life of New York, Metropoli- 
tan Life, Prudential and Travelers. 

20. What company first used the dis- 
ability clause in connection with a lifc 


insurance policy? 


LIFE POLICY ON GAMBLING 
BASIS CAN’T BE ENFORCED 


The Kansas supreme court has de- 
cided that a life insurance policy taken 


out or continued on a gambling basis 


LIFE INSURANCE EDITION 


vitt H. 


Thomas 


Thomas of Meriden, Conn. 
was about to surrender the 
policy in 1869, but a neighbor, Seth J. 
Hall, agreed to gamble on Thomas’ 
death, paying the premium on condition 
that the money be paid to him if 
Thomas died. Mr. Hall died in 1909, 
but Mr. Thomas is still alive, being 92 
years old. Since the policy became paid 
up $2,000 dividends have been credited 
to it. Mr. Thomas, now a resident of 
Kansas City, Kan., brought suit for this 
money and won in the lower court, but 
that decision is reversed by the supreme 


court, which holds that the agreement 
between Hall and Thomas was against 
public policy. 


“At the beginning of the transaction,” 
the court said, “Hall had no interest 
in the continuation of Thomas’ life and 
at the conclusion he had a large 
pecuniary interest in Thomas’ early 
death. Such transactions are regarded 
as having a mischievous tendency, det- 
rimental to the social welfare.” 

The court held that Thomas and Hall 
“incur equal odium” and therefore de- 
cided that the money 
by the Connecticut 
issued the policy. 


Mutual 


Life, which 


Insurance Advertising Rally 


should be retained | 


11 


| Hotel Stevens in Chicago, Oct. 17-18. 
| This will be the third week of October. 
|The first two days of that week will be 
devoted to the conference work itself 
and the three days following the Direct 
Mail Advertising Association will hold 
its convention. John Hall Woods of the 
Great Northern Life of Chicago is 
chairman of the program and member- 
ship committees of the advertising con- 
terence., 





Closes Big Group Contract 


The Metropolitan Life has closed a 
|large group contract on the employes of 
the Cleveland Railway Company, Cleve- 
land, O., covering 5,000 employes for life 
insurance, accidental death and dismem- 
berment insurance, weekly benefits dur- 
ing sickness or incapacity due to acci- 
dent and retirement due to old age and 
disability. The comprehensive plan 
| provides $1,500 life insurance and the 
other benefits in varying amounts. 


Honor McVoy in July 
The Central States Life has set July 
aside for honoring President McVoy, 
whose birthday falls in the month, and 


each agent of the company has been 


can not be enforced. The case involved! The Insurance Advertising Confer- | asked to strive to make July the ban- 
a 20-payment policy taken out by Lea-:ence will hold its next meeting at the ! ner month of his career if possible. 

—_ 

————~ 
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Medical. 





Our Agents Have 


Wider Field— 


An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. } 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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COMMISSIONERS PLAN © 
FOR THEIR MEETING 


(CONTINUED FROM PAGE 7) 
interesting and comprehensive code gov- 
erning the conduct of insurance there. 


Monk to Give Address 


“Compulsory Automobile Insurance” 
is a topic on which Wesley Monk of 
Massachusetts can give valuable infor- 
mation, since his state adopted it some 
months ago, long enough to give some 
initial observations on its practical work- 
ings. Clarence C, Wysong will discuss 
“Automobile Finance Corporations and 
Insurance.” The purchasers of automo- 
biles see the item of insurance in their 
bills of sale and think they are fully 
covered. Of course, the only insurance 
is that necessary to protect the finance 
company, and this leads to consequences 
serious to the purchasers. A general dis- 
cussion of this situation is thought to be 
imperative to the public interest. 


Uniform Agents’ License 


_ Another topic is that of “The Uni- 
form Agents’ License.” This has come 
up before, but is one that all commis- 
sioners study continuously. The ideal of 
course is to have the same requirements 
for agents throughout the country. 
James A. Beha will be requested to dis- 
cuss the subject of “Insurance Com- 
panies Ownership of Stock in Other In- 
surance Companies.” How far this re- 
lationship can be permitted to go with- 
out interfering with the interest of the 
the general public has aroused some 
interest, and general data will serve as 
a guide should it ever become a serious 
issue, 
Life Insurance Twisting 


The committee’s attention was called 
to the practice of life companies of 
printing up a survey form on which is 
listed a man’s life policies. Recommen- 
dations, occasionally sanctioned by the 
companies, for cancellation of the high 
premium contracts and their replacement 
by others involving lower premiums are 
regarded with disfavor, and a general 
discussion of the prevalence of the prac- 
tice and of means of discouraging it are 
decidedly in order. It was felt that an- 
other and less generous name for this 
practice was twisting. M. H. Taggart 
of Pennsylvania will be requested to 
discuss this topic. 


Increase in Ohio Taxes 


_ The recent action of the State of Ohio 
in increasing the tax on insurance pre- 
miums from percent to 3 percent 
was introduced. While it was agreed 
the state had the entire right to tax 
its citizens as it saw fit, and that because 
of retaliatory laws other states could 
levy against companies of high tax states 
in such a way as to make it a consid- 
erable burden to them, yet the real 
problem was to get at the seat of the 
inequality. One suggestion of a prac- 
tical nature was to have the dividend 
schedules of participating life policies 
adjusted in the high tax states so that 
the policyholders of those states paid the 
tax. Otherwise, if all policyholders re- 
ceived alike, then in effect the citizens 
of low tax states would be called upon 
to pay the taxes levied in the higher tax 
states. Theoretically insurance is priced 
the same to all, but inequalities in taxes 
destroy this theory in practice and, un- 
less continuing injustice is to result. 
some steps must be taken to smooth 
out the high spots. After some hesi- 
tancy Mr. Wells agreed to handle this 
very broad subject. 


or 
~/2 


Guests of Cincinnati Companies 


The September convention delegates 
will be the guests of the Cincinnati 
local companies, the Union Central Life, 
Western & Southern Life, Ohio Na- 
tional Life, Columbia Life, Federal 
Union Life, Eureka-Security Fire & Ma- 
rine, Inter Ocean Casualty, American 
Liability and the Cincinnati Equitable 
Fire. The executive committee also went 
over the work of the local entertain- 
ment committee and approved the vari- 

















EARNEST ELMO CALKINS COMMENTS 
ON ADVERTISING AND INSURANCE 








ARNEST ELMO CALKINS, of 
E Calkins & Holden, Inc., advertising 


agents in New York, comments on | 


a recent editorial published in THE 
NATIONAL UNDERWRITER, based on Mr. 
Calkins’ address before the Insurance 
Advertising Conference at Hartford. 
Mr. Calkins writes this paper as follows: 

“I have read with great interest your 
editorial comment on my talk before the 
Insurance Advertising Conference. The 
published reports of what I said were 
incomplete, but I doubt if you would 
agree with me even had you heard it all. 
Your point of view is that of all insur- 
ance men, and mine that of all adver- 
tising men, It will be a long time be- 
fore either of us will succeed in changing 
the opinion of the other. I trust, how- 
ever, that you will allow me space to 
correct you on one or two points, for it 
seems to be true that if advertising men 
do not understand insurance, neither do 
insurance men understand advertising. 


Advertising as Expense 


“Surely it is a mistake to look upon 
advertising as an expense. If it were 
that, then why should any manufacturer 
use it? He spends money to get some- 
thing in return, and what he gets is re- 
duced cost of selling. While it is true 
that all the cost of selling must be 
added to the price, it is equally true 
that all saving in the cost of selling 
may be subtracted from the price. You 
say that the motor car manufacturer 
can add the cost of advertising to his 
selling price. If he has to do that he 
is an unsuccessful advertiser and a poor 
business man. What has really hap- 
pened is that increasing sales produced 





history. This is true of all products 
that are successfully advertised, and 
that is the measure of their success. 


Would Not Displace Agents 


“It has never been suggested 
with the agency system. It is main- 
tained that advertising plus the agency 
system will make the agents more eff- 
cient, enable the same force to write 
more business in a given time, because 
the work of finding and interesting the 
prospect has been done for it. The 
motor car manufacturer, whose adver- 
tising has been cited as an instance, does 
not dispense with a selling force. He 
has a large and well distributed selling 
organization, which would cost him 
much more—and its cost would have to 
be added to the selling price—were it 
not for the real help that advertising 
gives. Advertising seldom makes a sale. 
It is a poor closer. But it creates a 
state of mind that makes the operation 
of selling shorter and easier. This ap- 
plies to selling insurance exactly as it 
applies to selling motor cars, electric 
refrigerators, vacuum cleaners, safety 
razors or Heinz baked beans. 


Prospects in Waiting Room 


“The picture of the insurance agent 


sitting in his office while prospects ac- | 


cumulate in his waiting room is no 
flight of fancy. It is an attainable 
objective, not easily attainable, of course 
—no worth-while thing is—but is a 


logical result of the right kind of adver- | 


tising, adequate in volume and indefi- 
nitely continuous. Insurance men can- 
not see it because they keep their eyes 


by advertising have lowered costs until | fixed inward on their own business, in- 
today the motor car, while more effi- | stead of looking outward to what is hap- 
cient, costs less than at any time in its ' pening in the world around them.” 


ous features provided for it, including 
a dinner Monday night, Sept. 26, with 
Governor Donahey of Ohio and Mayor 
Seasongood of Cincinnati as the guests 
of honor, the governor and the mayor 
to open the convention the following 
morning: a boat ride on the “Island 
Queen” on the Ohio river, automobile 
rides about the city, and an old-fash- 
ioned Kentucky burgoo dinner at 
Cody’s farm across the river. There 
will be special entertainment for the 
ladies and the country clubs will be 
open to those who wish to play golf. 


Local Committee Organized 


The local committee organized a 
couple of weeks ago by electing C. F. 
Williams, chairman; J. Sage, vice- 
chairman: B. G. Dawes, Jr., treasurer: 
E. Jay Wohlgemuth, secretary. The 
executive committee and other delegates 
to the program meeting not only en- 
ioyed the business session at Col. Codv’s 
farm but spent the entire day in the 
pleasant Kentuckv hichlands as_ the 
guests of Charles F. Williams. 


Go on River Cruise 


urgent engagements have also accepted 
his invitation to go on a trip up the 
Ohio river in Mr. Williams’ launch on 
Wednesdav, where other business ses- 
sions will be held. The day will be spent 
in discussing subjects of mutual interest 
and also in observing the scenery and 
inspecting the improvements that have 
been made in recent years to the Ohio 
river. 


Two Republics Elects President 


J. W. Rodes has been elected presi- 
dent of the Two Republics Life of El 
Paso, Tex.. succeeding his brother, 
Allen H. Rodes, whose sudden death 
occurred Tune 16. Mrs. Louise C. Rodes, 
widow of the former president. was 
elected vice-president and will take an 
active interest in the management of 
the company. 





| holders’ 





JOINT CONVENTION HELD 
BY STATE LIFE CLUBS 


At the recent joint annual convention 
of the State Mutual Life Agency Club 
and the State Mutual Life Agents Asso- 
ciation at Hot Springs, Va., the follow- 
ing officers were elected: 

For the agency club: J. A. Neilson, 
Tr.. president; David Goldzwig, vice- 


president; John P. Denison, secretary; | 


Winthrop S. Judkins, A. Ollie Fersch, 
Elmer L. Beesley, executive committee 
members. For the General Agents As- 
sociation: Norton Ives, president; 
George F. Robjent, vice-president: Ray- 
mond J. Wiese, secretarv; C. E. Espen- 
schied, J. Ellerick Willing, George S. 
Lott, Benjamin W. Ayres, Jr., and 
Charles R. Gowen, executive committee 
members. 
Outstanding among the speakers at 
the convention were Chandler Bullock, 
president of the company; Andrew 
Jackson Montague, former governor of 
Virginia and now a United States sena- 
tor: Hugh D. Hart. recently elected 
vice-president of the Penn Mutual Life: 


..__! John Marshall Holcombe, Jr., manager 
All of the party except those having 


of the Life Insurance Sales Research 
Bureau; Stephen Ireland, 
ent of agencies for the company; John 


A. Reynolds, assistant vice-president of 


the Union Trust Company, Detroit, and | 


D. W. Carter, vice-president and secre- 
tary of the company. 


Holds Policyholders’ Months 


July and August have been set aside 
by the Reserve Loan Life as “policy- 
months.” During these two 
months the company will permit policy- 
holders to apply for further insurance 


| without medical examination, providing 


they have been examined since Jan. 1, 
1926. In addition the company has pre- 
pared a pamphlet which has been sent 
to the policyholders stating the position 
of the company, relating its progress, 
its services and its ideals. 


Ahi that | 
advertising could displace or do away | 


superintend- | 


SUGGESTION IS MADE 
"FOR TWO NEW SECTIONS 


(CONTINUED FROM PAGE 7) 


| Maryland Assurance of _ Baltimore, 
| $24,000,000; Federal Union Life of Cin- 
cinnati, $5,031,611; Home Life of Phila- 
| delphia, $38,951,000; Life & Casualty of 
| Nashville, $95,129,000; National Life & 
Accident of Nashville, $152,000,000; 
Pilot Life of Greensboro, N. C., $4,838,- 
| 599; Western & Southern Life $346,000,- 
000. 

Investment Section Suggested 
| 


There has been also a suggestion 
made that a financial or investment sec- 
| tion of the American Life Convention 
| be organized. The investment prob- 
lems are becoming more complex now 
that a number of companies are diversi- 
fying their assets and not running so 
strongly to farm mortgages. Until the 
great agricultural debacle a few years 
ago, many of the American Life Con- 
vention companies invested very 
strongly in farm mortgages. However 
with the depression in the agricultural 
districts forcing the companies to take 
over so many farms there has been a di- 
gression to other forms of investment. 
This has forced upon officers a stronger 


and more searching investigation of 
other securities which life companies 
can make. It is thought that an in- 





formal meeting may be held at the 
forthcoming convention in Dallas and 
discuss the advisability of having a 
separate investment section. This would 
meet at the same time that the legal 
section is meeting, the two days prior 
to the big convention. 
Would Attract Other Companies 


If an industrial section is established 
|by the American Life Convention it 
| would undoubtedly attract other compa- 
| nies writing this class of business be- 
|cause there would be much interest in 
|an interchange of ideas. Some of the 
|other companies writing industrial busi- 
ness that might be induced to become 
members if the industrial section is or- 
ganized are the Colonial Life of Jersey 
City, Mutual Life of Baltimore, Sun 
Life of Baltimore, Interstate Life & 
Accident of Chattanooga, Southern Life 
& Health, Life Insurance Company of 
| Virginia, Home Security Life of North 
| Carolina, Durham Life of North Caro- 
lina, Carolina Life, Washington Fidelity 
National of Chicago, Independent Life 
of Nashville, Independent Life & Health 


of Atlanta, Empire Life & Accident, 
|Home Friendly of Baltimore, Home 
| Beneficial of Virginia, Imperial Life of 


| North Carolina, Kentucky Central Life 
& Accident, Missouri Insurance Com- 
pany of St. Louis, Peoples Life of 
Washington, D. C. 





Honor Missouri State Veterans 


The Missouri State Life officers com- 
mittee recently adopted a_ resolution 
that any person connected with the com- 
pany for 20 consecutive years shall be 
entitled to receive $100 in gold and a 
vacation of three weeks each vear as 
long as such person shall continue with 
the company. 

Four persons have already been ac- 
corded these honors: Miss Irene Far- 
rell, who joined the company June 4, 
1907: John J. Moriarty, vice-president: 
Frank Morgan, secretary, and Patrick 
O’Connor, manager of the claim depart- 
| ment. 


Peoria Life Shows Big Increase 


In the first six months of this vear 
|the Peoria Life wrote a total of 
| 106,378 of new business. This is a gain 
of more than $2,000,000 over the amount 
| written the first six months of last year. 
|The increase is accounted for in part 
|by agency production and in part by 
|reinsurance. The largest single day's 
husiness was written May 17. the total 
heing $786,599. During President's 
Month the company also set a record 
with $7.573.431 of new business. This 
represents an increase of almost $150,- 
000 over President's Month last vear. 
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A wishbone instead of a 
backbone is not so good. 


If you're just “wishing” 
in the insurance busi- 
ness.....don t come to us. 


But if you have a man- 
sized backbone and 
want to put it to work 
where the greatest op- 
portunity offers, drop 
us a line. 


Our Square Deal 
Agency Contract will 
be of interest if you are 
living in or thinking of 
moving to Wisconsin, 
Minnesota, lowa, or 


Ohio. 





Insurance Company 


1 West Main Street 
Madison, Wisconsin 
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If fire came to your office 
today—would your 
records survive? 


HE most serious loss caused by fire in 
nearly every instance is the loss of records. 


Physical property is generally insured. 


If your records are destroyed, what is there 
to start from, what is there to work from in 
getting started again? 


There have been too many directors’ meet- 
ings held in the blackened ruins of burned 
buildings, trying to find just where things stand. 


Don’t let this happen to you! 


A GF Ailllsteel Safe is the best protection you 
can provide for your records—the nerves of 
your business.— And in addition to the fire 
protection, there is the added advantage 
of being able to place your safe at the point 
of use, just as you would a desk—and a GF 
Allsteel Safe is as movable as a desk. 

THE GENERAL FIREPROOFING COMPANY 

Youngstown, Ohio - Canadian Plant: Toronto 


Branches and Dealers in all Principal Cities 


The GF Allsteel Line: Sates - Filing Cabinets « Sectional 
« $ Caves + Desks + Tables + Shelving + Transfer 
Cases - Storage Cabinets - Document Files - Supplies 


\Klsteel 


SAFES 











~— Attach this coupon to your firm letterhead 
[ THE GENERAL FIREPROOFING COMPANY, Youngstown, Ohio 
Please send me at once your booklet “Safeguarding Vital Records of Business "a 
Name 
Address ........ ictal isasiscitaiiiaibiimainsiaiitilta 


| City , - State 
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Getting Away from Stilted Style 


GRADUALLY the old, stilted style of cor- 
respondence is being cast aside. In days 
gone by there were conventional terms in 
every letter that seemingly belonged there. 
These terms were handed down from gen- 
generation. Every letter an- 
about the same way. 
were phrases and groupings 
fossilized and dated back for 


eration to 
swered started in 
There 
that were 
a century. 
The informal, facile, 
sational spirit was not injected into cor- 
respondence. Recently the “Accelerator” 
published by the Boston INsuRANCE Com- 
PANY and Otp Cotony InsurRANCE ComM- 
PANY dealt with some of these moss-cov- 
ered expressions, stating that they bloomed 
in the dark ages. As the writer put it, 
the letters had to be interlarded with high 
sounding and humble expressions. 
The “Accelerator” “Letters 
scarcely more than conversation on paper. 
The most successful letters are those that 
sound natural. Avoid so far as possible 
the following conventional expressions in 
your letters and you will notice an imme- 
diate improvement in your correspondence : 


set 


convenient conver- 


says are 


above subject 

advise 

and oblige 

as per your request 

at the earliest possible moment 
beg to inform 

remain 

acknowledge 

State 


beg to 
beg to 
beg to 


contents carefully noted 
enclosed please find 

esteemed favor 

even date 

favor 

has come to hand 

have before us 

hoping to hear from you soon 
inst. prox, ult. 

in reply wish to state 

in due course 

kind favor 

kindly ask 

our Mr. Doe 

permit me to say 

pleased be advised that 
regarding your communication 
regarding same 

same 

thanking you in advance 
trusting this will be satisfactory 
the 
up to this writing 
wish to say 


writer wishes to say 


wish to advise 

would say 

would state 

yours of recent date at hand 
“These and other cumbersome expres- 
perhaps more than any other one 
thing, make our letters dry and uninter- 
esting. Avoid them whenever you can, 
and in their place use natural expressions. 
They will make your letters much more 
appealing and prove your ability in busi- 


sions, 


ness correspondence.” 


Security Back of the Contract 


One of the most attractive features 
about life insurance is not only the pro- 
tection that is offered but the security 
back of the itself. Life insur- 
companies diversified 
The very restrictive in 
classifying securities that life 
Their field is con- 
Life insurance 
companies have purchased gilt-edged se- 


contract 
have invest- 


states are 


ance 
ments. 
insurance 
companies may own. 


siderably circumscribed. 


Increasing the 


Crocker of the JoHN 
Hancock Mutua. a definite cam- 
last for increase in the 
average size of the company’s policy. It 
had its effect, evidently, for in 1925 the 
average policy was $3,900 as compared 
with $4,300 in 1926. President Crocker 
feels that $5,000 on the average is a good 
unit to have Where an agent 


Prestpent W. L. 
made 
an 


paign year 


in mind, 


curities of various kinds. If there is any 
loss from any block of assets, the amount 
an individual policyholder 
is insignificant. The life insurance pol- 
icyholder gets the advantage of the aver- 
the investment field. While he 
as an individual might sustain a very 
heavy loss because of lack of judgment, 
as a policyholder his loss if any will be 


sustained by 


age in 


very small. 


Average Policy 


is dealing with men who 
insurance in goodly sums, he has an op- 
the average size 


can purchase 


portunity to boost 


of his policy. 


up 


THE only kind of a knock we should 
give any attention is the knock of op- 
portunity. 








| A. M. Burton, president of the Life 

& Casualty of Nashville, is on a three 
| week's vacation in the wilds of northern 
Minnesota and Canada. 

Another 
field of life insurance was omitted from 
the illustrious trio mentioned in a pre- 
vious issue. In that number mention 
was made of the fact that the “James 
A’s” were making a name for them- 
selves in agency departments. It was 
stated for instance that James A. Whit- 
more is agency superintendent of the 
Phoenix Mutual Life, James A. Fulton 
is superintendent of agents of the Home 
Life of New York, James A. Hawkins, 
superintendent of agents of the Mid- 
land Mutual Life of Columbus. Now a 
quartet can be formed, as James A. 
McLain is superintendent of agencies of 
the Guardian Life of New York. 

It has been suggested that James A. 
Beha, superintendent of insurance of 
New York, supervises the life insurance 
business of his state and might be se- 
cured as the coach and _ professional 
trainer of this quartet. 


Charles A. Foehl, 


manager of the 


ordinary department of the Prudential 
in New York City, completed 25 years 
in the service of the company last 


In appreciation of the event he 
was tendered a complimentary dinner. 
Many notable figures in the life field 
attended. As a further tribute agents 
in his office conducted a 26 days’ cam- 
paign for new business with the result 
that applications for $4,579,000 were se- 
cured, every representative in the office 
ena to the result. 

Floyd E. DeGroat, general agent of 
the Mutual Benefit Life at Boston, sailed 
from New York July 19 on the steamer 
Conte Rosso for a two months trip to 
Italy, Switzerland and France. Mrs. 
DeGroat and two daughters accompany 
him. Mr. DeGroat is one of the out- 
standing figures in life insurance in New 
England, and has made many friends 
in that territory since going there sev- 


week. 


eral years ago from California. His 
agency wrote just under $4,000,000 for 
the first six months this vear. 


With three flashlights and 60 feet of 
quarter-inch fishline forming a part of 
his vacation equipage, Assistant Direc- 
tor of Agencies O. Jackman of the 
Bankers Life of Iowa, 
Mrs. Jackman, left Des Moines July 17 
for his annual vacation. Mr. and Mrs. 
Jackman plan to visit in Boone and 
Eagle Grove, Ia., in Minneapolis, Du- 
luth, and parts of Wisconsin. 

Other destinations of Mr. and Mrs. 
Jackman are veiled in secrecy, but in 
view of the fact that Mr. Jackman is an 
acknowledged king of sunfish enticers, 
the assumption that they will visit a few 
lof the famed piscatorial spots is 
lamiss. In fact, the equipment which 
they will carry leads to the conclusion 
that Mr. Jackman is deserting his cus- 
tomary prey, the sunfish, in favor of the 
tarpon, tiger-fish and whale. 


Tribute is paid Selwyn C. Woodard, 
Chicago general agent of the National 
| Life of Vermont, and his Chicago or- 
| ganization in the current issue of “Na- 
tional Messenger,” the house organ of 
the company. The historv of the Chi- 
cago general agency is given, conclud- 
ing with the achievements of the present 
organization. The Chicago office was 
opened in 1864, but not actively organ- 
ized until 1885. It developed a fair bus- 
iness and made progress for many vears, 
notably under the management of D. G. 
Drake, who was general agent for 18 
vears, but it was not until the appoint- 
ment of Mr. Woodard as genera! agent 
that the Chicago office launched 
ward into an unprecedented period of 
expansion. When Mr. Woodard took 
over the office there was some $7,500,- 
000 of business on the books. Today 
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it is well over $20,000,000 and the or- 
ganization is producing business on an 
ever increasing scale. The National 
points out in its tribute that Chi- 
cago and the Chicago territory is being 
watched with particular interest, for it 
is becoming more widely recognized 
that, while other great cities of the 
world have glorious pasts, this is a city 
with a glorious future and that its per- 


iod of growth is but beginning. Mr 
Woodard not only has made a record 
for the organization and built the 


agency, but he has done so with what 
might have been a handicap of age to 
others. When he was appointed gen- 
eral agent he was only 31 years of age 
and one of the youngest men in the 
general agency ranks in the Chicago 
field. He had had life insurance train- 
ing with the Northwestern Mutual and 
the Penn Mutual, as a junior partner 
in the Chicago agency of the latter, and 
was well qualified to take over the work, 
the result giving evidence of this. As- 
sociated with him as associate general 
agent is Marc A. Law, a specialist on 
corporation and inheritance tax insur- 
ance who has been of great aid in de- 
veloping the business of this office. 


Robert W. Schubert, 
the Clifford McMillen general agency, 
Milwaukee, for the Northwestern Mu- 
died in a Milwaukee hospital 
July 15, following two operations. Mr. 
Schubert was graduated from New 
York University, where he specialized 
in life insurance. He has been with the 
Northwestern Mutual for five years, the 
last three with the McMillen agency. 
He was president of the Milwaukee 
Junior Association of Commerce. 


special agent in 


P. C. Gibson, an agent for the Mutua! 
Life of New York at Milwaukee, has a 
splendid production record. He _ has 
paid for 59 cases since being in the Wis- 
consin agency without having had one 
declination. He will have approxi- 
mately $350,000 worth of business for 
his first year. Mr. Gibson was writing 
and health before he devoted 
all his time to the life business. 


Emmet C. May of the 
May have sailed 
return the latter 
May. agency 
have also 


President 
Life and Mrs. 
for France and will 
August. Walter E. 
vice-president, and his family 
gone abroad. 


Charles B. Stumes of Chicago, a mem- 
her of the firm of Stumes & Loeb, gen- 
eral agents of the Penn Mutual Life. is 
bereaved, due to the death of his mother, 
Mrs. Sarah Pick Stumes, at Milwaukee 
Monday. The funeral services were held 
Wednesday. Mrs. Stumes was a sister 
of George Pick of Chicago, who was 


formerly general agent in that city for 
the Mutual Benefit Life. 
Edward A. Woods, Pittsburgh gen- 


eral agent for the Equitable Life of New 
York, is the author of a new book which 
has just been published under the title, 


“America’s Human Wealth.” Mr. 
Woods has analyzed in minute detail 
the economic value of the human life 


and has presented a number of sugges- 
tions for the safeguarding and perpetua- 
tion of these values. He suggests laws 
would compel criminals and of- 
against secietvy to make mone- 
tary restitution to their victims or the 
families of their victims. Considerable 
attention is also given to the value of 
health to the country and the remark- 
able improvement in this connection in 
country. The book is a result of 
several years analytical study on the 
subject and statistics are quoted begin- 
ning with the codes of the Babylonians 
and carrying through to current census 
tabulations. 


Samuel W. Baldwin, vice-president of 


ithe Mutual Benefit Life in charge of its 


investments, died this week. Mr. Bald- 
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win was nearly 80 years of age. In | 
spite of his years he was on the job | 
at all times and was actively interested | 
in the company. Mr. Baldwin was al- | 
ways conservative in his policy on ad- | 
justments. 

He had been in the employ of the 
company for 62 years. He died at his 
East Orange home. He was in his 
seventy-sixth year. In addition to his 
life company affiliation, Mr. Baldwin 
was a director of the Firemen’s Insur- 
ance Company and of the National State 
Bank of New Jersey and generally was 
regarded as an authority upon financial 
matters. 

Mrs. Henry Abels of Springfield, IIl., 
wife of the vice-president of the Frank- | 
lin Life of that city, has been in St. | 
Luke’s Hospital at St. Louis, having un- | 
dergone an operation late in June. It 
is expected that Mrs. Abels will be able 
to return to her home in a few days. 

Ralph L. Stevens of Evansville, Ind., 
who is connected with the Levi Brothers | 
general agency of the Guardian Life, is | 
spending two months in Chicago and 
along with his vacation is writing busi- | 
ness. He is working for the George 
Hoffman agency. In April Mr. Stevens | 
wrote 49 applications at Evansville. 

-— 

F. R. Jordan, actuary of the Franklin 
Life, has been honored by the company 
for the completion of 15 vears’ service. 
He went to the Franklin Life from the 
Canada Life of Toronto 15 years ago. 

J. W. Jones, vice-president of the 
Franklin Life, has returned from a fish- 
ing trip in northern Wisconsin, during 
which he reported a catch of a prize 
record brown German trout and also a 
record day on the final day of his trip, 
when he and one companion returned 
with a catch of 26 bass. 

Dr. E. E. Flickinger will be honored 
with a special “Birthday Week” the 
week beginning Sept. 1 in celebration 
of his completion of 35 years as state 
agent of the John Hancock Mutual 
Life in Indiana. A jubilee get-together | 
celebration will close the special week 
effort. 


Patrick J. Donnelly, superintendent in 
Louis for the industrial department 
of the John Hancock Mutual Life, died 
of heart disease July 13 in the house 
in which he was born at Lewisburgh, 
Ireland, a cablegram informed friends in 
St. Louis. Mr. Donnelly left St. Louis | 
in June on a four-month leave of ab- | 
sence. He was 65 years old and had 
been with the company for 35 years. 
President Carl Heye of the Guardian | 
Life sailed for Europe recently with his | 
wife and two children. During the ab- 
sence of President Heye, who will not 
return until early in September, the 
chief executive’s responsibilities will de- 
volve on Vice-President T. Louis 
Hansen. 


+ 
‘ 
i 


Fred L. Hirsch of the Columbus, 
Ohio, branch of the Missouri State Life, 
who started with the company as a new 
man in the business in January of this 
year, has written in the neighborhood 
of $200,000 of business in his first six 
months. Mr. Hirsch, who is 23, grad- 
uated from Ohio State University as a 
mechanical engineer last vear. He is 
the son of Ralph Hirsch, manager of the 
Ohio State Journal, and for a time after 
leaving school also engaged in news- 
paper work. He gave up this work to 
go into insurance and is on the way to 
making a remarkable record for his first 
year in the business. 

L. D. Cavanaugh, vice-president and | | 
1arvy of the Federal Life. returned to 
his office on Monday of this week from 
a four-week pleasure and vacation trip. 
While he was away Mr. Cavanaugh | 
stopped in Banff, Vancouver, Seattle, San | 
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Francisco, Los Angeles, Denver and | 
ansas City. 
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— 
JAMES W. STEVENS, Founder 


The Ideal 
Agency Officer 


HE ideal agency officer is one who knows his 

company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 





A 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor- 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in 
telligently on all the multitude of big and petty prob- 
lems and disputes which are forever coming up in an 
active agency organization. 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 


as though reduced to writing. 





He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
houlders a great part of the blame for an agent's 
of success, and so constituted temperamentally as 
burdened without irritation with the thousanc 
and one littl complaints and troubles of the men 
who compose the agency vurganization 










> successful bead of an agency depart- 
‘Little Father” of the organization, and 
s patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force 


From address of R. W. Stevens, President 
Illimois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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HEARTMAN TO UNION CENTRAL 


Resigns as Sales Manager for Central 
Life of Iowa to Take Over 
Southern California Field 


The Union Central Life announces | 
the appointment of Roy H. Heartman 


as manager for southern Caliiornia, 
with headquarters at Los Angeles. Mr. 
Heartman will take charge on Sept. 1, 
succeeding W. H. Cramer. Mr. Heart- 
man has announced his resignation as 
general sales manager of the Central 
Life of Des Moines, effective July 31. 
He plans to move to Los Angeles at 
once, 

Mr. Heartman is a vigorous, wide- 
awake, ambitious man, of very pleasing 
personality, and his ability as a life in- 
surance organizer and producer is well 
known. He began his insurance career 
20 years ago with the Central Life 
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ROY H. HEARTMAN 
Advancing steadily in ability and ex- 
perience, he soon became one of that 
company’s ‘teading producers. About 
ten years ago he was named manager 
for lowa by the Equitable Life of New 
York, and successfully turned his hand 
to organization duties, building up for 
that company an agency which pro- 
duced in excess of $1,000,000 a month 


in settled business. 

In 1926 Mr. Heartman left the Equit- 
able and returned to the Central Life 
of Iowa as general sales manager. His 
ypointment by the Union Central as 
for southern California marks 

to the general agency field. 
will continue with the 
Union Central as a general agent, in 
which capacity he has served the com- 
pany for 12 years. He is one of the 
best-known life insurance men in Los 
Angeles, having been an active life 
underwriter in that territory for more 


t} years 


nanager 
return 
Mr. Cramer 


han 35 


A. E. McGlothen 


4. E. McGlothen, for many vears 
city clerk of Des Moines, and formerly 
with the Travel lers, has joined the ae 
tional Life of Des Moines as state 
ager for lowa. 


man- 


Franklin Life Appointments 


Franklin Life has announced sev- 
eral agency appointments. Fred J. Har 
mon has been appointed general agent 
at Oklahoma City. Corland DeWitt Lit- 


tle has been named general agent at 
Tulsa, Okla. A. L. Severson becomes 
general agent at Stoughton, Wis. C. 
W. Spaulding of Marion, Ind., has been 


appointed district agent for the of 


the state adjacent to that city. 


part 


| Underwriters, 





| branch of the Missouri State Life, 


| the 
|For a 


‘years was Pacitic 


RESIGNS AS TEXAS MANAGER 


Ben Thorp Leaves Federal Life After 
Serving Company for 17 Years 
in That State 





Ben Thorp of Dallas, state manager 


|in Texas for the Federal Life, has re- 
signed. Mr. Thorp is a brother of Or- 
ville Thorp, Texas state manager for 


the Kansas City Life and former presi- 
dent of the National Association of Life 
and has been one of the 
prominent figures in the life insurance 
field in the southwest. He has been 
with the Federal Life for 17 years, 
opening up the Texas field for that com- 
pany and building up a premium income 
there of about $500,000 in the life de- 
partment and $140,000 in the accident 
and health department. 

S. J. Del Mouly has been appointed 
to succeed Mr. Thorp. Mr. Del Mouly 
began his life insurance career with the 
Federal Life 11 years ago. He has been 
district manager at San Antonio, but 
his headquarters in his new position 
will be at Dallas. Mr. Thorp has not 
announced his futvre plans. 





F. P. Quinn and F. R. Daniels 


F, P. Quinn and F. R. Daniels, both 
formerly agency specials in the Seattle 
have 
been promoted to assistant managers in 


that branch. Mr. Quinn joined the 
company in February, 1925, as branch 
cashier, and was made agency special 
in October, 1926. He has been giving 


special attention to training and work- 
ing with new men in the branch. 

For about two years before 
the Missouri State Life in 1926, 
Daniels was with the Central Life. 


joining 
Mr. 
He 


| was that company’s leading producer in 


the Seattle branch when he resigned to 


make his present connection. 





Ralph R. ‘Sieenen 


Ralph R. Morgan has been appointed 
special agent of the Northwestern Mu- 
tual Life in Louisville, Ky. Mr. Morgan 
formerly represented the Northwestern 
Mutual, but since 1926 has been super- 
visor of agents in Kentucky for the 
Aetna Life. He returns to his first com- 
pany special agent. 


as 


E. R. Bougher 


E. R. Bougher, Somerset, Pa., has 
contracted with the Continental Life of 
St. Louis and will begin his work in 
the southwestern Pennsylvania field at 
once. Mr. Bougher has taught in sev- 
eral high schools in western Pennsyl- 
vania. 


Charles S. Hutchings 


Charles S. Hutchings, for 
two years or more assistant 
of the home office agency of the Pacific 
Mutual Life at Los Angeles, has re- 
signed, effective Aug. 1 and will shortly 
enter the general agency field. 


the past 
manager 


Central ‘Life Changes 


Central Life of 
the following field 
Prichard, who has 
representative of the company in the 
LaSalle, Ill., district for the last 18 
vears, has formed a partnership with 
Fred Sauer. The firm will be known as 
Prichard-Sauer General Agency. 
number of years Mr. Sauer has 
been writing insurance as a side line. 
W. H. Lemons has been appointed 
manager for the southern Illinois dis- 
trict. His headquarters are at Eldo- 
rado. 


Charles T. 


Illinois an- 
changes: 
been the 


The 
nounces 


Frank 


Watts has been appointed 
general agent for Montana. His head- 
quarters will be in Great Falls. Benja- 
min L. Goodheart, who for a number of 
coast director for the 





Modern Woodmen of America, has been 
made manager of the northern Califor- 
nia district for the Central Life. 


T. A. Robertson 


On a recent trip to Los Angeles Ver- 
ner F. Larson, secretary of the Central 
States Life of St. Louis, appointed T. A. 
Robertson as agency supervisor in the 
California field. Mr. Robertson was 
formerly with the Occidental Life and 
the Northern Life in Utah and is an ex- 





perienced life underwriter and agency 
organizer. 
Charles E. Shedd 
W. H. Savage, vice president of the 


Great Republic Life, announces the ap- 
pointment of Charles E. Shedd as gen- 


eral agent at Dallas. Mr. Shedd was 
formerly with the Central States Life at 
Dallas in a similar capacity and is well 


known in north Texas as an experi- 
enced and successful life underwriter 
and agency organizer. He will have 


charge of practically the entire northern 





portion of Texas. 

W. O. Otto 
W. O. Otto has recently been ap- 
;pointed manager of the Pasadena 


| branch office of the home office agency 
of the Pacific Mutual Life. He was for- 
| merly with the Travelers in its West 
Virginia field, beginning as an agent and 
being promoted shortly to the position 
of assistant manager of the West Vir- 


| ginia agency of that company. 
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SELECT DETTE’S SUCCESSOR 


W. H. Teamer, Lawyer and Educator, 
Made Secretary-Manager of Penn- 
sylvania Federation 


PHILADELPHIA, July 20.—W. H. 
Teamer, supervising principal of the 
grade schools of Norristown, Pa., has 
been elected by the directors of the In- 
surance Federation of Pennsylvania as 
secretary-manager, effective Aug. 1. Mr. 
Teamer, succeeding G. R. Dette, now as- 


sistant vice-president of the Common- 
wealth Casualty, has had a wide experi- 
ence in public affairs in Pennsylvania. 
He has been in educational work for a 
number of years and is a member of 
the bar of Pennsylvania, being a grad- 
uate of Temple University law 
He served during the World War as 
first lieutenant in the 317th field artil- 
lery and now holds a commission as 
captain in the reserve corps. 

The committee in charge of the se- 
lection of a nominee for the position as 


secretary was W. S. Diggs, of Hoover 

. . } 
& Diggs, Pittsburgh, president of the | 
federation; S. Pool, resident man- 


ager in Philadelphia of the Fidelity & | 


Casualty, and G. R. Dette. A score of 
applicants sought the place. 

At the directors’ meeting at which 
Mr. Teamer’s election was announced, 


plans for a broadening of federation ac- | 


tivity were discussed. President Diggs 
stated that cooperation with the State 
Chamber of Commerce was already pos- 
sible, as that body had promised the 
appointment of a strong insurance com- 
mittee which would have a voice in the 
management of the chamber. The fed 
eration, Mr. Diggs said. was in a strong 
financial and strategic position. 


War on Rebating in Ohio 


The Ohio department has declared 
war on rebating in Ohio, Superintendent 


Safford announced this week. 

“We have taken the matter up with 
local prosecuting officials in various 
parts of the state with a view to crim- 
inal prosecutions,” Mr. Safford said. 
‘The Ohio law provides a penalty for 
offense of revocation for not less than 
three years of the license of the 
offender.” 

Mr. Safford declared that perjury ac- 
companying any such _ investigations 
would be prosecuted in the county 
courts. 


Place $1,150,000 on Hotel Head 


_ An interesting phase of the plan 
financing the new $6,200,000 Lord Bal- 
timore Hotel at Baltimore, was the in- 
surance of the life of Harry Busick, 
president of the hotel company, who 
will personally supervise and manage 
the hotel, for $1,150,000 The insur- 
ance is for the benefit of the holders 
of $1,150,000 first preferred 7 per cent 
cumulative stock. The insurance was 
divided among some or 20 com- 
panies. 


for 


15 


~1, | 
school. | 


| HAD LARGE INSURANCE LINE 


$1,600,000 Life Protection and Accident 
Policies Carried by Ruffner 
of Charleston, W. Va. 


A large line of life insurance is in- 
volved in the death of Robert E. L. 
Ruffner of Charleston, W. Va., who died 
last Thursday in a fall down an elevator 
shaft in the Ruffner Bros. building in 
Charleston. The building was unoccu- 
|pied except for an office used by Mr. 
Ruffner as receiver for the Ruffner Bros. 
wholesale grocery firm which went int 


| liquidation some years ago. He used 
this office, going there alone. He had 
only recently returned from a trip 
around the world and on the day oi 
his death went to the building to look 
it over. He was found dead the next 
morning at the bottom of the elevator 
shaft. 

A line of $1,600,000 of life insurance 
was involved, practically all taken out 


since the early part of 1926. The major 


| policies were carried in the following 
companies: Aetna Life, $400,000; 
Equitable Life of New York, $480,000; 
Mutual Benefit, $200,000; Prudential, 
| $200,000; Massachusetts Mutual, $50,- 
|.000; Mutual Life of New York, $40,000; 

Mutual, $40,000. All pol- 


icie s brought the total to $1,600,000 and 
in addition he carried a line of accident 
policies. The policies had _ practically 
|all been arranged to have the premium 
| fall due on July 1 of each year and while 
on his tour of the world Mr. Ruffner 
had written to his insurance agents in- 
quiring as to the possibility of securing 
| more insurance and stating that he would 
| discuss it further upon his return to this 
country. Mr. Ruffner was prominent in 
civic and commercial affairs, and had 
served as president of a number of local 
organizations. 


| Connecticut 
| 
| 


WILL NOT BE A COLLECTOR 


| Superintendent Safford of the Ohio In- 


surance Department Lays Down 
Policy of His Office 

COLUMBUS, OHIO, tos ff 20.—The 
| Ohio department of insurance no longer 
will be a collection agency “val insurance 
}companies whose agents have embez- 
| zled company funds. This was the an- 
nouncement of William C. Safford, Ohio 


| Superintendent of insurance, who pointed 





| to the practice of numerous insurance 
companies in filing complaints with the 
department regarding money illegally 
appropriated by agents. “After they file 
their complaints with the department,” 
he said, “the agents in many cases pay 
back the money stolen and the com- 
panies then drop proceedings. In the 
future it will be the policy of this de- 
partment to carry through any com- 
| plaint filed here. If such complaint is 
|not prosecuted by the complainant it 
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be thoroughly investigated by this 


wil 
department. An action once started is 
going to be carried through.” 

He further warned that officials who 


are guilty of “compounding a felony” 
also will be subject to investigation by 
the department. Where the evidence in- 
dicates the felony or embezzlement has 
been committed and that it has been 
compounded by insurance officials the 
facts will be laid before the prosecuting 
attorney of the country where the of- 
fense was committed for submission to 
the grand jury. “This is a regulatory 
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division, not a collection agency,” he 
concluded. 


Ohio State’s Cleveland Meeting 

Northeastern Ohio and western Penn- 
sylvania managers of the Ohio State 
Life held a meeting a few days ago at 
Cleveland, at which plans were com- 
pleted for producing one-third of the 


$25,000,000 which had been asked for 
by the company this year. Although 
handicapped by the loss of the month 


of January, the managers are close to 


| their schedule. 
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NEW COMPANY IS LAUNCHED , ance policy on his life, health or physi- 





Great States Life of Bloomington, IIL, 
Starts on Mutual Reserve 





Basis 
A new life company has _ been 
launched at Bloomington, IIL, the 


Great States Life having been formed | 
on a mutual basis and now being ready | 
to write business. The company is 
planning to limit its policies to $1,000 
for the present, with enlargements in 
the limits in the near future. It has 
published a premium schedule on two 
policy forms, a whole life contract and 
a life payment income contract. A re- 
serve will be maintained on each policy 
based on the American Experience 
Table of mortality and 3% percent in- 
terest on the one year preliminary term 
plan. The rates on the ordinary life 
contract are as follows per $1,000 at 
five year intervals: 

Age 16, $16.57; age 21, 
$20.13; age 30, $22.92; age 35, 
age 40, $31.33; age 45, $37.80. 
policy age limits are 60 to 65. 

The organizers of the company are 
Louis FitzHenry, United States dis- 
trict judge; H. K. Hoblit, vice-president 
f the First National Bank of Blooming- 
ton; N. E. Dolan of the Pantograph 
Printing Company; T. H. Keys of the 


$18.20; age 25, 
$26.55; 


The 


First National Bank of Normal; F. C. 
McCormick, Bloomington surgeon; E. 
— Evans, real estate and insurance 


gent in Bloomington; Elias W. Rolley, 


accountant and actuary; Richard F. 
Dunn, attorney and Lester H. Martin, 
attorney and contractor. At the initial 


meeting Mr. Martin was elected presi- 


dent of the company. Mr. Keys was 
elected secretary, Mr. Rolley, actuary 
and accountant, and Dr. McCormick, 


medical director. 


F. H. Davis Luncheon Guest 
Vice-President Frank H. Davis of 
the Equitable of New York was the 
luncheon guest of the Chicago agencies 
t the company last Tuesday and was 
presented with the $9,000,000 of new 





| 


of 
exceptions 
| surgeon 


| quired while attending a patient. 





business written by the agencies in 
June, which was designated 

Month.” The presentation was 
poned until this week because 
Davis was on his vacation when the | 
drive closed, June 30. Mr. Davis re- | 
turned east from Chicago on Tuesday | 
evening. 


Mr. | 





Makes Doctor’s Evidence Admissible 


“Davis | 
post- [ 


A physician or surgeon may give tes- [ 


timony, with the consent of the patient, 
or in case of his death or disability, of 
his personal representative or other per- 
son authorized to sue for pe rsonal in- 


jury, or of the beneficiary of an insur- | 


cal condition, under a new law in Wis- 
consin which involves the ethics of the 
medical profession in revealing secrets 
patients. The above is one of four 
permitting a physician or 
to give testimony, disclosing 
information which he may have ac- 
The 
bill was signed by Governor Fred R. 
Zimmerman last week. 


any 





Reorganize St. Louis Agency 


J. A. Ellison, general agent of the 
Minnesota Mutual Life at St. Louis, has 
reorganized his agency and it will be 
known in the future as the Ellison- 
Kiel Insurance Agency Company. Mr. 
Ellison has been with the company 
many years. 





Licklider Addresses Sales Managers 


J. P. Licklider, manager of the pub- 
licity and sales research department of 
the Missouri State Life, was the prin- 
cipal speaker at a luncheon meeting of 
the Sales Managers Bureau of the St. 
Louis Chamber of Commerce July 15. 
His subject was “Research as an Aid 
in Selling.” 





Ruling on Examiners’ Fees 


At the request of the state department 
of finance, Attorney General Spillman 
of Nebraska has given an opinion that 
the insurance department is not com- 
pelled to pay examiners employed by it 
the $10 a day fee that a company ex- 
amined must pay, but may provide an- 
other and different rate of compensation. 
The department recently fixed the pay 
of three of these at $2,400 a year and 
three others at $2,200. Guy Patton, one 
of the oldest examiners, had been get- 
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The Summer is here, 
consideration of business 
the Fall. 


submission. 


trious. 





Think It Over! 


This gives you ample time in which to weigh 
the advantages of life insurance salesmanship as against 
the salaried position in office or shop,—to contrast out- 
doors with indoors, freedom with timeclock, income limited 
only by your industry and intelligence with income fixed 
by the market price for clerical labor, mental broadening 
with mental stagnation, business prestige with business 
Consider these things carefully during the 
Summer months, and make up your mind that when Fall 
comes you will enter the larger life. 

The PENN MUTUAL welcomes men and women who 
have ideals, are ambitious, and, above all, who are indus- 


The Penn Mutual Life Insurance Company | 
Philadelphia, Pa. 


Founded 1847 


vacations are close by and 
changes is deferred until 
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J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, Jr., Secretary-Ti 
DR. EDWARD NOVAK, Medical Medical Director 
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BERKSHIRE LIFE INS. CO. 
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WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability the 
double benefit feature, and the “Income ~ ie 
plan. It operates in forty states on a full le 
net premium basis with more t 0,005 : 
assets and over $343,000,000 insurance in force. 

More than 3,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 
Walter LeMar Talbot, President 











that National Underwriter want ads 


’ ° ° 
You ve heard it said are results-getters. 


THEY ARE! 
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ROCKFORD LIFE INSURANCE COMPANY 


ROCKFORD, 


NOW OPEN 


WRITE TO 


Francis L. Brown, Secretary 


ILLINOIS 








SERVICE LIFE INSURANCE COMPANY 


HOME OFFICE: LINCOLN, NEBRASKA 


OFFERS VERY LIBERAL CONTRACTS TO 


ADDRESS 
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APPLICATION 
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B. R. BAY 
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ting $3,130 a year at the rate of $10 
a day. His attorney protested that the 
finance department, which is the gov- 
ernor, had no right to fix the pay. 
“The fact that the company examined 


THE 


is required to pay $10 a day for the 
services of an examiner does not neces- 
sarily imply that the examiner himself 
shall receive the $10,” says the attorney 


' general. 
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AGENTS CONVENE IN ATLANTA 


Southern States Life Holds Annual 
Meeting of Leading Producers 
in Home Office City 


ATLANTA, GA., July 21.—The 
Southern States Life is holding the an- 
nual convention of the Anniversary 
Club here this week with approximately 
50 members of the agency organization 
who have qualified for membership in 
the club in attendance. To qualify for 
membership an agent must produce 
$3,000 in paid-for premiums in the club 
year. The convention opened Wednes- 
day morning with invocation by F. A. 
Hodges of South Carolina, followed by 
an address of welcome by the mayor of 
Atlanta. At the morning session there 
was installation of officers, distribution 
of badges and certificates, addresses by 
Joe W. Vinson of Georgia, retiring 
president of the club, and Fred Hines oi 
South Carolina, incoming president; 
greetings by Wilmer L. Moore, presi- 
dent of the company; remarks by 
Superintendent Frank N. Julian of Ala- 
bama, and an address on “Inspection 
Reports, How Made,” by James C. 
Malone, vice-president of the Retail 
Credit Company. The afternoon ses- 
sion opened with a discussion by club 
members of “New Policies Issued and 
to be Issued.” E. M. Beatch, secretary 
of the medical department, spoke on , 
“Questionnaire on Rules of the Com- | 
pany and Agent’s Manual.” A _ card 
party was given for wives of visiting 
agents and in the evening there was a 
theatre party. 

Today's session started with an ad- 
dress on “Insurable Interests and Other 
Legal Points” by Shepard T. Bryan of 
Atlanta, followed by an open discus- 
sion. C. A. McConaghy spoke on “Con- 
servation.” This was followed by 
another open discussion. Mrs. John R. 
Cairns of Alabama, the only woman 
member of the club, spoke on “Thi 
Greater Reward.” Thursday afternoon 
was taken up by attendance at base- 
ball game. 

The Friday morning session will start 
with an address on “Underwriting 
Practices Compared” by Dr. Charles E. 
Waits, medical director, followed by 
open discussion. S. M. Gamble, man- 
ager of the insurance service depart- 
ment, assisted by R. N. Hinds and W. 
B. Cole of Tennessee and Carr & Carr 
of Louisiana, will give a presentation on 
“Why and How We Advertise.” The 
afternoon will be given over to visiting 
points of interest in Atlanta. The ban- | 
quet will take place Friday evening, the 
speakers to be Superintendent Frank N. | 
Julian and E. R. Black, a director of 
the company and member of its finance 
and executive committee. An elaborate 
musical and dance program will be pro- 
vided. 

Saturday 
Rockwell of the 
of Chicago will speak on 





morning Dr. Charles J 
Rockwell School of In- | 
“Un 


surance 
derwriting Lives.” Other addresses will 
be: “Building a General Agency” by 
J. M. Albers of Texas and “Value of 


Systematic Work” by Joseph D. Smith, | 


agency supervisor of the company. 


Law Agency Holds Convention 


Oklahoma agency of the North- 
Mutual Life held an agency 
Baptist assembly hall in 


The 
western 
meeting at the 


the Arbuckle mountains last week, with | 
37 agents in attendance. The conven- 
tion was conducted strictly on educa- | 
tional lines by Russell Law, general | 
agent, and newly elected president of 
the Oklahoma Association of Life 


Underwriters. 


j terest. 


| business 


tion 


‘if they 


HAVE UNIQUE SALES FEATURE 


Texas Agents for Northwestern Na- 
tional Have Arrangement With 
Texas A. & M. Alumni 


Cravens, Dargan & Co. of Houston, 
Tex., state agents for the Northwestern 
National Life of Minneapolis, have com- 
pleted arrangements with the Associa- 
tion of Former Students of Texas A. & 
M. College to cooperate with the asso- 
ciation in establishing and endowing a 
student loan fund. The unique feature 
is that those who furnish the money for 
the fund are not asked to make a con- 
tribution, but rather a loan without in- 
This is made possible by life in- 
surance, the association carrying a pol- 
icy on the life of each donor. The plan 
provides that the amount of the “loan” 
is returned to the “lender” 35 years 
hence, or to his estate at prior death. 

*. “Dutch” Hohn of the class of 1912, 
an outstanding football star when in 
college, and a man who is a favorite 
among the alumni of the institution, has 
been chosen as director of the endow- 
ment plan. He is being assisted by 
Henry Eitt and A. T. Krueger, the three 
having written 130 applications on this 
plan in two weeks in June. Mr. Hohn 
has represented the life 
Cravens, Dargan & Co. 
years. 


for 





Agents Taken on Cruise 


About 35 agents and 20 home office 
representatives of the Louisiana State 
Life sailed from New Orleans last Sat- 
urday on the steamship Atlantida for a 
visit to Havana, Cuba, 
land; La Ceiba, British Honduras, and 
points inland, and a run through the 
Caribbean sea before returning to New 
Orleans. The agents are members of 
the company’s $100,000 Club, and the 
trip is given them by the company in 
appreciation of their work during the 
first half of the year. The party will 
be away about 12 days. 

For the agents the cruise will be a 
combination of recreation and educa- 
tion. During the run between ports, 
educational meetings will be held on 


and points in- | 


NATION AL U NDERWS RITER 


a, the steamer. 





department of | 
several | 


ithe offices have 


| board in 


; In port, the agents 
will be left to their own devices in the 
matter of sightseeing. The principal 


educational meetings will be held on the 
last two days before the boat arrives 
back at New Orleans. 


Campbell Agency Sets Record 


The Gordon H. Campbell general 
agency of the Aetna Life at Little Rock, 
Ark., in a recent one month campaign 
wrote a total number of 972 applications 
representing $3,169,642 of insurance, 


and group insurance. This is the largest 
amount of insurance written as well as 
the largest number of applications taken 
by the agency in any one month in its 
history. The total number of agents 
producing the business was 123. 
Patterson of Arkadelphia submitted 156 
examined applications and J. T. Eu- 
banks of Searcy took second place with 
115 examined applications. 


Lackey Agency’s Big Record 


The Oklahoma agency for the Massa- 
chusetts Mutual Life in the first six 
months of 1927, according to George E. 
Lackey, general agent, wrote a consid- 
erably greater volume than for all of 
1926. The books show $2,505,422 the 
first six months of 1927, as against $2,- 
047,864 in 1926, with a gain of $926,368 
above the first six months of 1926. 


To honor W. M. Bennett. assistant 
superintendent of agencies, who at- 
tended the Oklahoma agency meeting 


in June, an allotment for June was made 
of $500,000 business to present to him. 
By June 15 the quota was written and 
extended to $750,000. This goal was 
almost attained, with a volume of $725,- 
454 applied for business. The July paid- 
for business was the best ever recorded 
from this agency. 

Because of the growth of the agency, 
been removed to 1501- 
1510 in the new Perrine building, which 
will more than double the present floor 
space. 


Mandamus on Agent’s License 


Mandamus action to compel the state 
insurance board of Oklahoma to issue a 
license as agent to C. B. Williams of 
Enid, has been filed at Oklahoma City. 
Williams was cited to appear before the 
April on complaints of misrep- 
resentation in selling a policy. Williams 
filed an injunction suit to restrain the 
board from interfering with him. 
license expired before a hearing was “had 
on the injunction case and nothing more 


was done until the application for 
license was made. He represented the 
| Atlas Life. 
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ISSUES LIFE QUESTIONNAIRE 
California Department Prepares Appli- 
cation Form for Agents Under 
Law Recently Passed 


21.—In 
provi- 


SAN FRANCISCO, July 
order to comply with the new 
sions governing the licensing of life in- 
surance agents, Commissioner Detrick 
just compiled a new application 
form which is featured by a number of 
additional queries imposed upon the 
applicant as to his knowledge of the 
and of the insurance laws of 


has 


the state. 
The new 


633AA and 


which is known as sec- 
which was senate bill 
701, creates a new agency classification, 
that of “life insurance agent.” Persons 
operating under this license are qualified 
to do a life insurance business and 
desire to operate for any 
classification they must obtain § addi- 
tional licenses. This means that an 
agent of a multiple line company must 
be licensed twice, first as an agent of 
the company to do accident and health 


law, 


only 


other | 





and miscellaneous lines, and second, 
transact a life insurance business. 
While the law was prepared with the 
idea of prohibiting a general insurance 
broker from writing life insurance it is 
the opinion of state officials that this 
has not been accomplished. Further in- 
terpretations of the new law have been 
requested from the attorney general. 


Producer Is Honored 


R. M. Waterbury, 
Iowa salesman of the J. O. Heath Den- 
ver agency, has been honored by the 
Colorado Association of Life Undet- 
writers as that association’s largest pro- 
ducer of last vear. When the associa- 
tion held its annual meeting in Denvet 
last month Mr. Waterbury was awarded 
a silver cup in recognition of his pro- 


Bankers 


duction of $698,500, involving 147 poli 
cies. Mr. Waterbury is a member of 
the Bankers Life $500,000 club. 

Los Angeles Agents Led 
The E. G. Chouteau agency at Los 
Angeles of the National Fidelity Life of 
Kansas City recently won two out of 


three silver trophy cups offered by the 


not | 
including a large amount of wholesale 


His | 


Life of | 


| company for leadership in volume of 
production, the prizes being awarded to 
the state agent and the individual agent 
| respectively producing the greatest vol- 
}ume and the agent writing the largest 
number of applications. The first prize 
| was won by Mr. Chouteau and the sec- 
j}ond by George G. Calkins of San Jose, 
manager of the Bay City agency, which 
is under the jurisdiction of the Chou- 
teau agency. 
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CLAIMS FROM FLOOD ZONES 


Companies Are Going Over Their Ex- 
perience in the Inundated Sections 
Along the Mississippi 


Companies writing industrial health 
and accident business in the flooded dis- 
tricts along the Mississippi river in Mis- 
Arkansas and Louisiana are 


sissip pi, 


having numerous claims made on 


now 
account of illness due to exposure and 
hardship. The flood will have a very 
material effect on the business of these 
companies in the localities swept over. 
For a number of months the agents 
have been unable to do any business, 
because they themselves became refu- 
gees and their policyholders were like- 
wise. Now that all hands are getting 


back the avents are gathering up the 
tangled threads and endeavoring to re- 
store as fast as possible the former con- 
ditions. However, many policyholders 
have had their possessions swept away 
and are in no condition to keep up their 
insurance. 

Companies have had their agency su- 
pervisors in these localities endeavoring 
to rehabilitate the machinery and trying 
to get agents at work again. The loss 
in business this year to the companies 
will be quite heavy. Some companies 
had a very comfortable premium income 
in these localities. 





Claim Ratio Is Higher 


Companies writing weekly payment 
health and accident insurance find that 
the claim ratio this year is higher than 
usual. This is attributed largely to un- 
employment in various sections. Some 
industries are not thrifty and workmen 
are out of employment. In the flooded 
districts the ratio has been considerably 
higher. The officers of insurance com- 
panies say that people have developed 
a very keen insurance sense and when- 
ever there is any basis for a claim will 
make it. The worst feature is the im- 
position on companies. As a result of 
conditions companies are scrutinizing 
health insurance claims particularly and 








are investigating very carefully. 
| — 
Berger Suits Settled 
EVANSVILLE, IND... July 20—EFliza- 
beth M. Berger, administratrix of the 
estate of John G. Berger, who was killed 
in an automobile accident near Prince- 
ton, Ind., two years ago, has made an 
out-of-court settlement of the suit 
against the Towa State Traveling Men's 


settlement were 


| for $5,000. Terms of the 
| not learned 

The Berger suits against insurance com- 
| panies involved about $70,000, of which 
$60,000 already has been paid. The com- 
| panies and the Gibson county coroner 
| held that death resulted from Berger 
| taking poison and that his death was 
not accidental. 
| The first case, against the Commercial 
| Casualty, tried at Petersburg, Ind., sev- 
|} eral months ago, resulted in the jury 
| awarding Mrs. Berger $1,165 This was 
settled a little later on the basis of 
$1,188, including interest. 


National L. & A. Promotions 


Promotions in the field forces of the 
National Life & Accident include those 
| of T. G. Moseley of Peoria, I11.: I. J. Me- 
| Cullough of Los Angeles, and J. B. Hick- 

man of Galveston, all promoted to 


their districts and R. 
of Birmingham, pro- 
at Jacks 


superintendents in 
A. Brown, formerly 
| moted to a superintendency 
Miss. 
| A 





new district has been created in 
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of Nashville with former Superintendent!) = = 
George F. Hartley in charge. He has | 

i to associated with him three superinten- 

ent dents, F. R. Carson, T. S. Hartley and 

vol- Douglass Anderson, all of Nashville, 

rest having been promoted to fill those posi- 

rize tions. 

sec- 


ose, Buys Home Office Site 
ich The National Masonic Provident Asso- | 
1Ou- ciation of Mansfield, O., has purchased 


the residence at the corner of Park ave- 
nue and Mulberry street and will replace bs 
it with a new four-story brick and stone 
structure which will be home office 
headquarters, The National Masonic 


Provident is one of the cbtest Mesents Agents appreciate a helpful “lift” along the high- 


accident and health organizations and 


hee pee way of business. 


Receiver Is Named 

















Ex- ° ° ° 
The Atlantic Casualty Company of Th L | N | Ff f P k f 
1S Jacksonville, Ill, and the Capitol Indem- eS inco n 4 ationa 1 C ma es use O ey ery Op- 
f nity of the same city have been placed s . z o 
in the hands of a receiver, H. U. Bailey, , f h | P d z | - 
director of trade and commerce of Illi- portunity to urnis ea S to its Sa esmen. 
alth nois, being named receiver. They were 
dis- both assessment accident and health as- | 
Ais- sociations, organized in 1924, and have O f a h | . : h f f S es C; | OE 
are been in the hands of the attorney-gen- ne O its c ps 1S In t e orm OT « ery ice arc S PIV Ing 
» eral of the state for some time. 
on . . . 
ates tr ‘ ‘ Sa ~< ~ a] 
and the status of policyholders. Here is a typical response. 
ery Date Not Yet Set - 
nese B. L. Tatman, president of the Reliable 
ver. Life & Accident of St. Louis, who is also 
nts president of the Industrial Insurers Con- 
oan ference, states that the time for the 
af meeting of the Conference in St. Louis | 
dl this coming fall has not been set al- 
IKe- though it undoubtedly will be some time 
ling in October. There will be a two day St. Louis, Missouri. 
the meeting. Mr. Tatman is arranging for 
re- some speakers and the entertainment July 2. 1927. 
‘on- | @ d 
lers New Company at Jackson, Mich. 
Way . | _ . 
: The Stonewall Jackson Health & Ac- | The incol Nati *y Life Insurance pan 
: Ancoin Nation: -1L€ nsurance Company, 
heir cident of Jackson, Mich., is being or- rhe I ne , at il . t . 
ganized with $25,000 capital and the —_ 2 : ee 
su- same amount of surplus to write indus- Fort \W ayne, Indiana. 
‘ing trial accident and health insurance. F. J. 
‘ing Beman, postmaster at Jackson, is to be . . : 
loss president. J. P. Badour is vice-president | Gentiemen : 
: and Charles Bovay is secretary. : . “ : : . 
“~ I am today in receipt of Service Card on F. S. Brown, who 
me recently moved to Park Avenue; also copy of your letter of 
NEWS OF FRATERNALS | July 1 addressed to him. I want to congratulate you upon 
the idea of sending these letters to the insured and of giving 
ou PRESIDENTS’ SECTION the Branch Office an opportunity to send a similar letter. 
ha 
o_ PROGRAM IS GIVEN 
un- - Such ideas as this one of yours are bound in time to solidify 
rane S. H. Hadley, president of the presi- and strengthen the entire Lincoln organization. 
nen , dents’ section of the National Fraternal 
ded Congress, has arranged the following ; 
bly program for the annual meeting of the Yours very truly, 
om- section, to be held at the Hotel Statler, 
ped Boston, Aug. 15: : TT 
len- “The Official Journal: Do the Benefits James P. Sullivan, 
will Received Justify the Time, Money and 
im- Effort Expended in Its Publication? Is General Agent. 
_¢ there a Better Medium of Contact with 
ol the Member?” by John R. Frazer, A, O 
Ing U. W. of Arkansas. Discussion by J. W. | 
and Graybill, A. O. U. W. of Kansas 











‘How May the Congress and Its Con- 
Stituent Societies Be More Helpful to 
Each Other?” by Hill Montague, Golden 


Seal Assurance Society. Discussion by 
7) E25 elemmmelglonnage LINK UP LINCOLN 
the Yeomen, WITH THE 
led *» SL 

















l “Juvenile Insurance, by Arthur A 
Ice- Bentley, Mystic Workers. Discussion by 
an A. G. MeKnight, Modern Samaritans 

suit “The Lodge How Can Its Value to 


en's the Society Be Increased?” by Miss Bina ‘ai 
ere M. West, Women’s Benefit Association he 


Discussion by Charles F. Jekel, Fraternal 


ym - Home 
lich Non-Medical Selection: Its Dangers e e bd 
ym- and Its Desirability,” by Harry Wade, | 
ner Knights of Pythias Discussion by Mrs 
ger Frances Burns, Maccabees, 
was Group Insurance; Its Perils and Its 
, ans tiiemaee hnsurance Uompany 
eye aa 
ury New Fraternal Licensed 
- A w fraternal has been licensed in 
= Illinois, the Cuneo Printing Industry 
imnloy as . ‘6 ° C 99 
a a Ss Oe, © Its Name Indicates Its Character 
ile le usiness oO 1¢ employes o 
organization 
the . 


ose Wins Fight on Burial Associations Lincoln Life Bldg. Fort Wayne, Ind. 

















ick- First victory in the Oklahoma de- 
to partment'’s fight to compel burial asso- 
2 Clations of that state to comply with in- - 
oa surance regulations was won when the More Than $485,000,000 in Force 
son district court at Ardmore issued a per- 
Manent injunction against further opera- 
in tion of the Oklahoma Southwest Burial 
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Association. The injunction was sought 
by Commissioner Read, who contended 
the organization should obtain a license 
to operate an insurance business in Ok- 
lahoma, The case was a test brought by 
the commissioner to determine whether 
he had the power to regulate the activi- 
ties of burial associations in the state. 
Two companies of this character have 
complied with the laws and have been 
licensed by the department. They are 
the Macedonia Burial Association of 
Okmulgee and the Pyramid Builders of 
Okmulgee. They are classed as frater- 
nals, and are subject to the same regu- 
lations. 





| WITH INDUSTRIAL MEN 





CHANGES BY THE PRUDENTIAL 








Promotions and Transfers of Superin- 
tendents and Assistants in Various 
Districts Are Announced 





Superintendent Walter B. Patterson, 
formerly of the Mansfield, O., district of 
the Prudential, has been transferred in 
that capacity to take charge of the 
Springfield, O., district, following retire- 
ment of Superintendent J. C. Ludman. 
Superintendent Patterson was appointed 
agent at McKeesport, Pa., in 1909 and 
was promoted to be assistant superin- 
tendent at Charleroi, Pa., in 1910. He 
was made superintendent at Mansfield, 
O., 1919. 

Agent George P. Gerfin, 
Falls, N. Y., has been 
assistant superintendent at 
detached assistancy of the 
trict. 

David FE. Gray has 
assistant superintendent 
No. 5. 


Agent 


of Niagara 
promoted to 
Lockport, a 
above dis- 


been 
at 


appointed 
Pittsburgh 


M. Lee has 
pointed assistant superintendent 
Syracuse No. 1 district. 

Clay W. MclIntire, assistant superin- 
tendent at Springfield, O., has been pro- 
moted to be superintendent at Mansfield, 
O. Mr. McIntire entered the Pruden- 
tial’s employ in 1916 as an agent and in 
1918 was appointed assistant superin- 
tendent. 

George W. Mallion has been promoted 
to assistant superintendent in the Buf- 
falo 3 district by the Prudential. 

William J. Green, in charge of the 
Brockville, Ont., assistancy, has been 
transferred to the district proper at 


Ralph been ap- 


in the 


Kingston. In addition to controlling a 
staff of six men at this point he will 
function as acting superintendent dur- 


ing any absences of the present incum- 
bent, Superintendent Hawthorne 

Kenneth B. Whitney, who 
occupied a debit covering Prescott and 
Cardinal, has been selected to fill the 
vacancy which occurred at Brockville. 

Agent Joseph F. Hysek of the Phila- 
delphia No. 5 district, has been pro- 
moted to assistant superintendent in the 
same district 

Agent Patrick V. McCorkell of the St. 
Paul No. 1 district, has been promoted 
to assistant superintendent in the same 
district. 

Agent Luverne C. Johnson of the Madi- 
son, Wis., district, has been promoted to 
an assistant superintendency in the same 
district. 


formerly 





Opens Central Kentucky Office 
The Western 
a new district for central 
headquarters at Lexington. 


& Southern has opened 
Kentucky with 
J. C. Good- 


man, formerly superintendent at Vin- 
cennes, Ind., has been placed in charge 
of the district. Heretofore the Western 


& Southern, while entered in Kentucky, 
has confined its activities to the river 
towns. 





Continental Life Outing 


Agents of the Continental Life of 
Washington. D. C., from the Richmond 
and Tidewater districts and eastern 
North Carolina attended the annual 
booster outing of the company at Ocean 
View last week Including members of 
their families, the attendance exceeded 


1,500. H. A. Bartholomew, president, and 


S. H. Hoddinott, district superintendent, 
were present as representatives of the 
home office. 


Stewart Returns to Work 
Thomas J. 
tendent of New 
the Prudential, 


Stewart, formerly superin- 
York No. 8 district of 
who became disabled a 





number of months ago and has been ab- 
sent from business, has now returned 
and is resuming active duties, having 








July 22, 1927 

; | i é 
been appointed superintendent unat-/| secretary of the association by the ex- 
tached. He will work on special assign- | ecutive committee of the board of direc- 
ments from the home office. | tors of this organization. He is not a 
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PICK WILLIAMS’ SUCCESSOR 
M. L. Hoffman Named Executive Sec- 
retary of Cleveland Association— 
Plan Advertising Campaign 





CLEVELAND, July 21.—M. L. 
Hoffman has been appointed executive 
secretary of the Cleveland Life Under- 
writers Association to succeed J. S. 
Williams, who recently resigned to be- 
come agency assistant with the State 
Mutual in Cleveland. He will assume 
charge Aug. 16. For the past 18 years 
Mr. Hoffman has been connected with 
the Cleveland Cliffs Iron Company, 
most of the time as assistant treasurer 
and confidential clerk to the president. ' 








M. L. HOFFMAN 


He has been actively connected with 
many civic activities in Cleveland. 
Plans have been completed by the 


Cleveland Association for a cooperative 
institutional life insurance advertising 
campaign, which is scheduled to start 
about Oct. 1. In more than a year’s 
preliminary work the advertising com- 
mittee of the association has made a 
study of other cooperative campaigns 
not only for life but 
commodities. 
| 
| 


insurance other 


Unique Financing Plan 


The method of financing adopted is | 
believed to be unique. All of the agents 
who have pledged their financial sup- 
port will have ten cents deducted by the } 
agency cashier when making net settle- 
ment for each $1,000 of life insurance 
paid for, excluding only industrial and 
group insurance. A fund approximat- 
ing $1,200 monthly is anticipated. 

All details of the advertising are 
under the control of the advertising 
committee, consisting of Clarence A. 
Wolfram, Connecticut Mutual, chair- 
man; John H. York, State Mutual; 
Harold Pearce, Guardian; Thomas B. 
Fulmer, Travelers, and the executive 
secretary ex-officio. The copy will be 
strictly institutional, without reference 
to individual companies or company 
classes. | 


DARBY DAY IS GUEST SPEAKER 


Chicago Union Central Life General | 
Agent Addresses Northern Indiana 
Underwriters’ Association Meeting 


Darby A. Day, Chicago general agent 
of the Union Central Life, was the prin- | 
cipal speaker at the meeting of the Life 
Underwriters’ Association of Northern 
Indiana at Gary on Tuesday of this 
week. His subject, “Use Your Work- 
ing Tools,” covered the manner in which 
an agent can find prospects, how he 
can learn the prospects’ needs, and why 
he should be proud to assist in satisfy- 
ing these needs. 

Mr. Day counseled the use of tele- 
phone books, tax returns, marriage 
licenses, mortgages, alimony awards and 
birth certificates for making up prospect 
lists. Regarding the prospect and his 
needs, the speaker said: 

“What does the man want? What 
does he need? Would you, as a lawyer, 
permit your client to fix his own de- 
fense. Would you, as a doctor, allow 
him to diagnose his own case? I should 
say not. Then why do we, who repre- 
sent the highest class of business promo- 
tion, let our clients determine what they 


Among the reasons for an agent’s 
being proud of himself, Mr. Day enu- 
merated: “He builds estates, guarantees 
education, guarantees bequests, protects 
widows, feeds orphans, assures the aged 
independence, eliminates poor farms, 
pays creditors and relieves worry. 


“The agent,” he said in conclusion, 
“can provide against any and all con- 
tingencies at any and all times as no 


other salesman can. I would rather be 


a life insurance agent than be Henry 
Ford or John D. Rockefeller.” 
be * *x 
Lafayette, Ind.—At its meeting the 


Lafayette association went on record as 
opposing any tendency on the part of 
life insurance companies to rebate com- 





missions to the insured that were due | 
agents. The picnic of the association 
will be held Aug. 6. 

* x 


| 
Cleveland, 0.—The Mutual Benefit team 
won the team championship trophy at 
the annual golf tournament of the Cleve- | 
Massa- | 


land association, nosing out the 
chusetts Mutual team by six strokes. 
The winning team included John A. 


Creps, 8S. L. Murfey, Vernon Kroehle and | 


Edward G 


: | 

Lawlor. Their gross score | 

for the 18 holes was 354. | 
John A. Creps of the same agency won 
the President Darmstatter Cup repre- | 


senting the individual 
negotiating the difficult 
82. John H. York 
Life, last year's 
with an 85. 
Other prize winners 
Corlette, Massachusetts 
championship; S. L. Murfey, 
Senefit, low net, Class A; G. 
Aetna, low net, Class B; Vernon 


championship, | 
Acacia course in 
of the State Mutual | 
champion, was second 


Tom 
Class B 
Mutual 
H. Reed, 
Kroehle, 


included 
Mutual, 


longest drive: George Schumacher, | 
Massachusetts Mutual, fewest putts. 
Sixty members participated in the tour- | 


nament. 


* 
Los Angeles—Contrary to 


the custom 


which has heretofore prevailed of dis- 
continuing monthly meetings for the | 
summer months, President Kellogg Van 


Winkle of the Los Angeles association 
has announced that the regular gather- 
ings of the organization will continue 


without a break. The July dinner-meet- 
ing was announced for Thursday eve- 
ning with President Van Winkle presid- 
ing and Ralph E, Sperry, manager of the 
credit department of the Security Trust 
& Savings Bank, as the principal 
speaker, the subject of his address being 
“Bank Procedure in Determining Credit.” | 
This was followed by a talk on “What 
Credit Means to the Life Underwriter,” 
by Mr. Van Winkle, who is manager of 
the southern California agency of the 
Equitable Life of New York. 

J. A. Rasmussen has been 


appointed | 


| survivor annuity of $948. 


life underwriter but has had wide expe- 
rience in organization work, and it was 
decided that this was a more essential 
qualification for the position than a 
knowledge of life underwriting. Mr. 
Rasmussen is a native of Salt Lake City 
and a graduate of the University of 
Utah. His entire business career has 
been devoted to the organization of sales 
forces and their management and to in- 
dividual work in the field as a salesman 
Under his direction active steps will 
taken to increase largely the member- 
ship of this association. 


be 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the ‘Unique Manual- 
Digest.” published annually in May at $4.00 and the 
“Little Gem” published annually in Apri! at $2.00 











Bankers Reserve Life 


The Bankers Reserve Life of Omaha, 
Neb., has recently issued new morocco 
bound anniversary rate books in com- 


memoration of the company's 35th anni- 
versary since beginning business. Rates 
on all endowment forms have been ma- 
terially reduced and four new policies 
have been added. These are: Endow- 
ment at 65 (continuous payment and 20 
payment); 23-year endowment, adjust- 


able option; continuous premium paid- 
up at 65. This rate book is loose leaf 
and inserted in the front is an entire 


synopsis of all rates. 


Gem City Life 


The Gem City Life has 
new $1 a month policy, 
basis of endowment at 85, 20-pay life, 
20-year endowment and endowments at 
50, 55, 60 and 65. The $1 a month poli- 
cies are being sold on the nonmedical 
plan. 

In addition the Gem City Life has an- 
nounced a schedule of monthly premium 
rates on all its important policy forms, 
in order to facilitate the work of the 
agents in quoting these rates when 
asked for. Formerly it was necessary 
to estimate the premium on the basis of 
the annual rate. The monthly premium 
is given on the basis of $1,000 and also 
insurance of $2,500, $5,000 and $10,000. 


announced a 
issued on the 


E. A. WOODS AGENCY 
TELLS PENSION PLAN 


The Edward A. Woods 


Company, 


| Pittsburgh general agent for the Equi- 


table of New York, has announced a 
pension plan for its employes. For al- 
|most 15 years the company has been 


investigating pensions generally with a 
view to establishing a plan that would 
work and be sufficiently equitable to 
appeal to all employes. The Woods 
Company plan is as follows: 

Every agency member who has been 
employed for five years is eligible. Con- 
tributions may be made in any amount 
annually from $36 upward, the contribu- 
tions to be payable in equal monthly de- 
posits. The agency's part of the agree- 
ment is that it will double the employes’ 
annuity for all deposits up to $120 annu- 
ally. Retirement age is set at 65 for 
all employes excepting those who began 
service at over age 60. For the latter 
class age 70 is the retirement age. It is 
optional with those covered by the plan 
to take a life annuity, a joint or sur- 
vivor annuity or cash. If a member dies 
before maturity, death benefits are his 
total deposits with 3% percent com- 


|pound interest guaranteed. 


Under the plan an employe who be- 
gan with the agency at age 35 and de- 
posited $10 every month will draw cash 
of $303.12, a life annuity of $1,275, a 
refund annuity of $1,070, or a joint and 
1 For women 
of that age the life annuity would be 
$1,140 and a refund annuity $980. 


M. Albert Linton Returns 


M. Albert Linton, vice-president and 
actuary of the Provident Mutual Life, 
arrived in New York on Monday on the 
Berengaria from England, where he 
attended the International Congress of 
Actuaries in London. 
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FURTHER ACCIDENT 
CHANGES FORECAST 


LIFE INDEMNITY UNDER FIRE 


Most Companies Writing Line Studying 
Experience with View to Curbing 
Insurance Speculators 


HARTFORD, 20.— 
The action of the Travelers in connec- 
tion with the life income feature of 
accident policies has created consider- 
able comment and discussion among 
accident underwriters and producers and 
the executives in charge of accident 
departments. 

Companies generally have found their 
experience somewhat blighted by the 
life indemnity feature. Frequent in- 
stances where an assured becomes 
totally incapacitated to continue his 
former occupation but is able in other 
endeavors to earn fully as much, caused 
the underwriters to view the feature 
with particular attention. 

Dentisxt’s Case Cited 


A case in point now well known in 
Hartford is that of a Connecticut dentist 
who lost a thumb in an accident. This 
accident prevented him from engaging 
in his own business. He endeavored to 
train himself to conduct his. business 
with the loss of a thumb, but was un- 
successful, and then tried to train his 
left hand, but without success. He 
draws $50 a week indemnity under a life 
income feature of his accident policy. 
Finally discontinuing all further efforts 
to resume his profession he turned to 
the insurance business and today enjoys 
an income which in its yield is far better 
than he ever receiyed as a dentist. Yet 
because of the phraseology of the policy 
he will always continue to draw $50 a 
week because he suffered an accident 
which permanently incapacitated him 
from his own business. 

Practically every company 
accident coverage is on the verge of 
modifying the life indemnity feature of 
accident policies and some have already 
brought this about through selective 
underwriting. Others will announce 
changes at an early date. 

Aetna Life Modifies Coverage 

Aetna Life has not discontinued 
the feature, but has modified it in con- 
nection with all new business and will 
probably limit the number of weeks in 
which indemnity will be permitted if a 
man suffers an accident which prevents 
his engaging in his own occupation, 
with a greater extension of time if the 
accident prevents him from engaging in 
any occupation whatever. The accident 
department of the Aetna Life does not 
report disastrous experience under this 
feature, but recognizes the moral hazard 
involved and will undoubtedly modify 
the aa somo 

The Connecticut General Life has not 
vet changed its policy, but is fully aware 
of its importance and is seriously con- 
sidering limiting payments to 200 weeks. 
No announcement will go forward from 
this company immediately, but the fea- 
ture is under study and will lead to 
some modification in the early future. 

The attention being given the life in- 
come feature of accident policies by the 
Hartford companies is another step in 
the direction of endeavoring to improve 
the experience on accident business, 
which has suffered during the last few 
years due to many different causes, 
mainly increase in traffic and automobile 
accidents, and secondly perhaps to the 
fact that pressure and attention to so 
many major insurance problems has not 
yet given the officers of the companies 
opportunity to study their accident re- 
sults as they have compensation, fire 
and other lines. 


CONN., July 


writing 


The 


Criswell on Vacation 

Clinton F. Criswell, 

Chicago Association of Life Under- 

writers, returns this wek from a short 
vacation at Williamsburg, Ia. 


secretary of the 
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CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
im Fall in the Policy Analysis Section of The A & H Bulletins, Published 
Monthly by The National Underwriter Company. 








UNITED FIDELITY LIFE OF 


The United Fidelity Life of Dallas 
has added to its established line of life 
policies a separate special accident pol- 
icy in the low premium class. It pro- 
vides for payment of $1,000 for death 
from any accident, together with lump 
sum benefits for broken bones, disloca- 
tion or surgical operations as the result 
of an accident. It pays $2,500 for acci- 
dental death resulting from the wreck- 
ing of a railway passenger car, street 
car or steamship on which the insured 
is riding as a passenger. The premium 
is $4.50 per annum. The officers feel 
that this low rate will suffice for the 
reason that specific payments are pro- 
vided for certain accidents, and a great 
saving will be made over the old plan 
of having to establish proof of disability 
for certain periods. 


DALLAS | 


|announced a 








PLAN ANNUAL CONVENTION 


Abraham Lincoln Life of Springfield, 
ll, Will Conduct Agency Meet- 
ing in Chicago Next Month 


Rail Splitter Club of the Abra- 
Lincoln Life of Springfield, IIL, 
will hold its annual convention in Chi- 
cago Aug. 1-3. The meeting will be 
called to order by F. M. Feffer, vice- 
president and agency director, followed 
by roll call and introduction of qualified 
members. The announcement of club 
officers and distribution of prizes will 
take place at the morning session. In 
the afternoon, the visitors will attend 
the game between the Chicago Cubs 
and Philadelphia Nationals. Tuesday 
morning an address on the “Correct Ap- 
proach” will be given by A. D. Freyer, 
manager of the sales promotion depart- 
ment. This will be followed by a round 
table discussion. At the luncheon, E. C. 
Budlong, vice-president of the Federal 
Life of Chicago, will give an address. 
The afternoon will be devoted to a sight- 
seeing tour of the city and the evening 
to a de luxe cabaret lake trip. At the 
Wednesday morning session the new 
sales chart will be introduced by O, F. 
Davis, assistant agency director of the 
accident and health department. Most of 


The 
ham 


the morning will be devoted to a round 
table discussion. At the luncheon the 
closing address will be given by Presi- 


dent H. B. Hill. 


Institute Gets New Members 


As a result of the energetic campaign 
for additional members of the Insurance 
Institute of America prosecuted by 
President Edson S. Lott and William 
J. Graham, chairman of the member- 
ship committee, the following named 
companies have joined the organization 
recently, attesting thereby their sym- 
pathy with its plans and their willing- 
ness to cooperate in their advancement. 
Life offices: Western & Southern, Lin- 
coln National, Midland Mutual, George 
Washington, Northwestern National, 
Bankers, Connecticut General, Colonial, 
American Central, Register, Franklin, 
State, Southwestern, Continental Assur- 
ance, Guardian, United Life & Accident, 
Security, Southland, Commonwealth, 
Federal, Northern, Mountain States, 
Jefferson Standard, Columbian National, 
West Coast. Fire offices: Hudson, Im- 
porters & Exporters, Central, Baltimore 
American and Peoples National. 


John Hancock’s Figures 


The paid-for production of the John 
Hancock Mutual the first half of this 
year amounted to $160,000,000 ordinary 
and $14,000,000 group. This represents 
a combined increase of 17 percent over 
the business paid for in the correspond- 
ing period last year by the ordinary and 
group departinents. 





BUSINESS MEN’S ASSURANCE 
The Business Men’s 
change in 
accident and 


Assurance has 
its guaranteed 
health policies, 
under which heretofore one-half of the 
indemnity has been payable every 30 
days and the balance upon maturity ot 
the claim. In view of the fact that 
substantial increases were recently made 
in premium rates on this form, without 
any changes in the provisions of the 
policies themselves, it has been decided 
that hereafter 100 percent of the accrued 
indemnity will be payable each 30 days. 
This change applies only to the com- 
pany’s guaranteed renewable forms, ex- 
cept where in lieu of the 100 percent 
provision, the applicant agrees that the 
maximum period for which the indem- 
nity will be payable for disability from 
sickness be muted ¢ to 52 weeks. 


renewal 


COMPANY NOW IN NEW HOME 





Fidelity Mutual Life Moves into Head 
Office Building Recently Com- 
pleted in Philadelphia 


On July 22 the Fidelity Mutual Life 
moves into its new head office on Phila- 
delphia’s Parkway at the intersection of 
Fairmount avenue. 

In planning the new Fidelity home it 
was essential to have constantly in mind 
the place it would ultimately have in a 


group of buildings which collectively 
will make a great civic composition. | 
The company officers anticipated this 


consideration and procured land ample 


to meet every present need and give a 
reasonable margin for the future, with- 
out the necessity of rising to a great 


height. 

The interior plan of the building pro- 
vides for the functioning of all depart- 
ments with a minimum of friction and 
lost motion, and places all large clerical 
and working forces in spacious offices. 
The public is accommodated in ample 
lobbies on each floor, giving direct ac- 
cess to all departments and having ele- 
vator and stair communications between 
the several floors. 


FULFILMENT OF PROMISE SEEN 
Six Branch Offices of Ohio State Life 
Working to Keep Production Pledge 
Made to President Sarver 
CLEVELAND, 


of the Cleveland, 


July 21.—Managers 
Pittsburgh, Mansfield, 
Akron, Canton and Youngstown 
branches of the Ohio State Life at a 
recent meeting in the company's offices 
in Cleveland, completed plans for the 
remainder of this year’s work for the 
consummation of one of the biggest 
ideas ever inaugurated in the company. 
At the company conference at Colum- 
bus in January a pledge was made to 
President John M. Sarver by these six 
branch managers that by a combination 
of their salesmen they would produce 
one-third of the $25,000,000 of business 
asked for by the company for 1927. 
Reports from the six branches to date 
show that although with a handicap of 
the month of January gone before the 
start of work under the pledge, the com- 
bination is within a small margin of its 
schedule for the year and achievement 
of the goal seems assured. 


Celebrate Anniversary Day 


The National Life, U. S. A., will cele- 
brate next Monday as “Anniversary 
Day.” The National Life came into be- 


ing July 25, 1868. The United States 
Congress granted the company a federal 
charter to transact life insurance in all 


lits branches at that time. 
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| BETTER LIFE INSURANCE 


METHODS ARE DISCUSSED 


| LEADING PRODUCERS GATHER 


Field Club of American Central Life 
Had Sessions at Colorado 
Springs 


COLORADO SPRINGS, COLO., 
July 20.—More than 60 members of the 
Field Club of the American Central 
Life, a part of the $100,000 Club of the 
organization, held their convention 
sions here last week. Twenty-three 
states were represented by the delegates 
who discussed better business methods 
in insurance. Among the convention 
delegates who occupied prominent 
places on the speakers’ platform were 
Herbert M. Woollen, president of the 
company; Dr. Albert Seaton, medical 
director; Albert V. Gustafson and Mar- 
tin Lammers, field superintendents, and 
Harry Buyers, registrar and field club 
secretary. 

At the opening session the convention 
delegates contined the meeting largely 
to discussions of Jetter Methods of 
Business in Life Insurance.” Following 
the short session delegates devoted the 
entire day touring the region. 


ses- 


President Woollen'’s Address 


At the first long session of the con- 
vention President Woollen delivered the 
opening speech. “Life insurance is the 
bulwark of the home and nation today,” 
he declared. “The insurance business 
has long since passed the stage where it 
matter of selling a policy, 


was a mere 
getting the money and paying pre- 
miums. It is now a scientific study on 
a par almost with any of the profes- 


sions and has developed a class of sales- 


men who are in reality experts in psy- 
| chology. 

“The selling of insurance today has 
become an educational work. It was 


necessary to educate the public to the 


need for and the use of insurance. To- 
day thousands of persons are building 
their homes on insurance loans. Thou- 
sands of others are building and estab- 
lishing businesses by obtaining loans 
from their respective insurance policies. 
In fact, there is hardly a walk in life 


that today is not being backed by those 
having insurance as their backers.” 

Following the closing of the meeting 
the visiting insurance men were taken 
on sightseeing trips about the city and 
the surrounding mountain drives. 





Regan Agency Record 
NEW YORK, July 21.—The Willard 
Regan agency here of the Connecticut 
Mutual announces that it paid for 80 
percent more business during the first 
half of this year than during the corre- 





sponding period last year and now 
stands second among the companys 
agencies in volume of production, being 
exceeded only by the P. M. Fraser 
agency here. A remarkable accomplish- 
ment for an agency that is only four 
years old. 
Lowes Flies to New York 

Ralph C. Lowes, Illinois state man- 

ager of the Lincoln National Life, re- 


cently made an airplane flight from his 
home town, Peoria, to New York. The 
pilot on the trip was C. W. Parkhurst. 


The 1,000-mile flight was made in about 
11 hours. Mr. Lowes and Mr. Park- 
hurst made the return trip by train. 
Move West for Convention 
Practically the entire official family 
of the Missouri State Life will move to 
San Francisco for the three-day con- 


vention of the company’s Quarter Mil- 
lion Club to be held there on August 
1-3. It is expected that agents from 
40 states and Hawaii will attend the 
convention. The party will return east 
by special train Aug. 4. 











wiliaa 


a = oes GO 2h amen ae 








July 22, 1927 LIFE INSURANCE EDITION 23 
















































































































ED = = 
ER AY Es | MIOIDIERIY aos 
Life = Gi 8) IBUOSIMIESS “GETTING 
i __ fF MO} \ Ie IMME TIRIOIDS od 
O.., 
the 
the Dr. Roy L. Davis Declares Life Insurance (one are tla ot he | Seine j celiciting counselor. An agent 


oe x ‘ " > created unless one prepares the way for | lems in a sensible way It should not 
os Must Be Linked Up With Vital Need meeting them. be done from a high powered or high 
= Prospects Engrossed With pressure standpoint. He should present 
« . ° 4 lite insurance as a means for carrying 
ion Or It Will Not Be Properly Appreciated immediate Needs om ‘tee seantun aun Grae Gene 


lent 

















ere ' ; ree “Life insurance men find their pros- | A life insurance man may get a pros- 
the R. ROY L. DAVIS of Chicago, | He desires to have his children have | pects engrossed largely with immediate | pect's attention so that momentarily he 
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MAXW REIBER cars : : : 
‘ing AXWELL D. SCH DrivinginSafety The Rightsof Motorists 
ken “M.D.” SCHREIBER | : i 
and has associated himself with The Minnesota The Rights of Pedestrians 
Who Mutual as Supervisor of Agencies with offices 
will at 610 Provident Bank Building, Cincinnati = 
have Ohio 
= splendid A booklet called “CONTROL: Rules for Safe Driving,” 
icu ° sii . ° —_ ~= . 
80 openings prepared by an experienced traffic officer, has been issued by 
first in the John Hancock Mutual Life Insurance Company of Boston. 
rre- Southeastern Ohio Mr. Schreiber needs no introduction. He is a Thousands of copies have been distributed throughout the | 
now North Central seasoned Insurance man, with experience in country to motorists by Safety Councils and Chambers of 
x te Kentucky Home Office and Field, extending over twenty Commerce. 
— Southeastern vears. For the past ten years he has traveled 
a> ° . . - . . - er . * . - - - . . 
ish- Indiana in Mid-Western States as Superintendent of rhe Director of Safety for the Chicago Motor Coach Com- 
four Agencies and he is well known in that section pany writes regarding this booklet: | 
SPECIAL mats a ‘bl ay 
OPPORTUNITIES The Company is happy to announce Mr If it were physically possi to get one of these 
at Schreiber’s appointment and wishes him the booklets si the hands of every one that drives | 
lan- Dayton, Ohio same success that he has enjoyed in his pre- motor driven vehicles and if it were possible to ; 
hi Springtield, Ohio vious connections. make them read and stud) this inte resting booklet | > 
rhe Portsmouth, Ky a large number of live A) would be saved. | 
1e " y. . J 
rst. Covington, Ky. | 


out Newport, Ky Copies of this booklet “CONTROL,” can be obtained from 
a ica i THE any agent of the John Hancock Mutual Life Insurance Com- 
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‘ACTUARIES 





CALIFORNIA 





BARRETT N. COATES 


COMME TING 
354 Pine Street - - San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 


Telephone 7296 
CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 


29 South La Salle Street, Chicago 
Life Insurance Accountants 


* NEW YORK 





oodward, Fondiller and Ryan 
Consulting Actuaries 

Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Installations — Companies and Associations 
managed under contract — Office Systems and 
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(CONT'D FROM PRECEDING PAGE) 
man is starting in business and his obli- 
gations are not so numerous. By age 
25 he may have married and therefore 
he -has added responsibilities. At age 
30, his family of children has started. 
As time goes on, his relationships, busi- 
conditions. 


ness and family bring new 
The aim of the life insurance agent 
shuold, therefore, be to indicate mini- 


mum requirements at each stage of the 
journey. These minimum requirements 
must be met in some way or other. 
There are individual differences and it 
is up to the life insurance man to study 
each case and outline to the prospect 
the manner that life insurance will help 
Most realize the 


him. people do not 
consequence of their obligations that 
they assume. They live in the immedi- 


problems that 
duty of 
how life 


ate present. They have 
must be solved and it is the 
the life insurance man to show 
insurance will assist. 


When Trouble Comes 
a Remedy Is Sought 


“A man is driving an automobile, and 
everything is going along nicely. All at 
once something happens. The car stops 
running. Immediately a problem faces 
the driver. He must seek a remedy. 
He then begins to make an investiga- 
tion to see what is wrong. In the same 
way a man meets personal problems 
confronting him and he must seek the 
solution. 

“Sometimes it takes some great catas- 
trophe to bring people to their senses 
and make them feel that they cannot 
control fate. Then life insurance comes 
to them as a reality. When a man mar- 
ries his new responsibilities are very 
vivid. When he enters a new business 
he realizes that he has assumed added 
obligations. As time goes on, however, 


the new sense of these responsibilities 
seems to wane. Old experiences are 
forgotten. New experiences come on 
and dim the former ones. Therefore, it 
is necessary to give a man an urge to 
do something. He has to be shown his 
obligations and they must be painted 
very vividly so that he will recognize 
| them. 


Should Get Prospect 
Closed Very Early 


“When a prospect says that he wants 
to think the matter over, it means that 
he will not do much thinking. That 
means that the whole subject will have 
to be gone over with him again. There- 
fore, the sooner the name can be gotten 
on the dotted line the better. Fre- 
quently pride will be the moving force 
that brings the signature. It is well for 
an agent to point out that one’s friends 
and neighbors are buying life insurance. 
The agent during the canvass should 
get the prospect to participate in the 
process in some way or other. The 
agent should not do all the talking. 

“The salesman should speak in a lan- 





guage that the prospect will understand. 
Very few men of their own free will will 
buy life insurance. It is the duty of 
the agent to get the prospect to project 
himself into the future, realize his obli- 
gations and responsibilities and appre- 
ciate the fact that life insurance is 
merely the means to enable him to carry 
out his end. Between the time that an 
obligation is assumed and is consum- 
mated there is need for life insurance 
to bridge the gap.” 





Chief of “Night Riders” 


J. W. Knox, agent for the Franklin 
Life at Sutton, Neb., has been given hon- 
orable mention by the company for ag- 
pressive production work in connection 
with the “night riders” activities which 
the company has recently commented 
upon. The company has been pointing 
to the efforts of agents who have not 
ceased their solicitation work with the 
close of the day but have continued 
active during the evening. Mr. Knox 
recently made a remarkable record on 
evening work, making 16 calls, writing 
20 applications for $54,500 in one week, 
working six nights and writing 14 of the 
applications after the supper hour. For 
several nights he worked until 1 a. m. 
and wrote business in those late work- 
ing hours. 


Marathon Club Qualifiers 


Fifty-three agents of the Northwest- 
ern Mutual Life have qualified for the 


Marathon Club this year, representing 
14 states. These men have written 6,356 
lives for $23,025,443 of insurance. 


Wisconsin leads the other states with 
eight agents. New York is second with 
seven agents and Pennsylvania _ third 
with six. The Herbert L. Smith general 
agency at Harrisburg, Pa., leads all general 
agencies of the company in the number 
of agents represented in the club. The 
Smith agency has four of its men in the 
club. Five others each have three 
agents in the club. They are: Camer- 
on & Carroll, Oshkosh. Wis.: Frank- 
Ivn Mann, Omaha: J. J. Hughes, Des 
Moines: Pinkus, Mills & Pinkus, In- 
diananolis, and Harry L. French, Madi- 
son, Wis. 


Missouri State Surpasses Quota 

The Missouri State Life to July 12 
had written $88,623,000 compared with 
$61,020,000 for the same pe riod of 1926, 
At the beginning of 1927 the company 
set a goal of $150,000,000 in writteti 
new business for the year, or an average 
of $480,000 for each working day. In 
the 161 working days up to July 12 the 
agency organization had accumulated an 
average surplus of $70,000 a day, turn- 


ing in business at the rate of $550,000 
a day. 
Reserve Loan’s Increase 
The Reserve Loan Life, which has 


$3,000,000 a month for 
shows an incre ase 

the first six 
same period of 
that the com- 


been writing over 
an extended period, 
in insurance issued for 
months of 1927 over the 
1926. It is estimated 


will issue $38,000,000 of new busi- 
ness this year, new connections having 
been made recently in New Jersey, 
Maryland, Virginia, Pennsylvania, Ohio, 
Michigan and Oklahoma. July and 
August have been designated “policy- 
holders’ months” and policyholders who 
have passed a medical examination for 
the company since Jan. 1, 1926, will be 
accepted for additional insurance without 
another examination. 


oie 


Work on Central States Home 


Workmen having removed the dam- 
aged interior of the old St. Louis Club 
building, 3667 Lindell boulevard, St. 
Louis, are now erecting a new struc- 
ture inside to house the Central States 
Life. The remodeling of the building 
from a club to an office building in- 
volves quite an interesting engineering 
feat, since the plans call for four floors 
where but three were before the struc- 
ture was swept by fire in January, 1925. 

The structure was built 29 years ago 
at a cost of $195,000 and was purchased 
a year ago by the Central States Life 
for $210,000. The work of remodeling 
and decorating the structure will cost 
upwards of 150,000. The strikingly 
designed exterior walls are not to be 
disturbed in the remodeling process. 
The work of reconstruction will be com- 
pleted about Jan. 1928. 


Big Attendance Forecast 


Registration of agents who will at- 
tend the annual meeting of the Associa- 
tion of Agents of Northwestern Mutual 
Life in Milwaukee, July 25 to 27 indi- 
cates that there will be a greater number 
on hand than a year ago. Clifford Mc- 
Millen, president of the association, an- 
ticipates an attendance of 900 or over, 
compared with a little more than 800 
last year. 

An added feature of the business in- 
surance clinic Tuesday morning will be 
a discussion bv Sam T. Swanson, assist- 
ant counsel for the company. on the 
new trust agreements to be furnished 
the agents for use in writing corporation 
and partnership insurance. 


Illinois Life Meeting 


The $100,000 Club of the Illinois Life 
will meet this year Sept. 5-10 at Crawl- 
ing Stone Lodge, Lac Du Flambeau, 
Wis. The formal business session will 
be held Sept. 7. 








CAPITAL RAISED 


Selling organization 
of specialists in insur- 
ance securities will 
handle your stock 
issue; Reputable cor- 
porations only. Ad- 
dress B-39, care of The 
National Underwriter. 
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A New Plan to Solve 
An Old Problem 


How to gain the confidence of new prospects is an 
old problem. 

The Ohio National Life Juvenile Policy helps to 
solve this important problem. 

The policy is issued at birth and up to age 11 in 
amounts from $1,000 to $10,000, with premium 
waiver in event of total disability or death of the 
father. 

Every father is interested in his boy or girl. The 
juvenile policy is something for his boy or girl. 
He is interested. You get his confidence and he 
places all his life insurance with you. 

The Juvenile Policy is only one of the many services 
that makes it “Pay to Tie Up with the Ohio 
National.” 

General Agent wanted at Dayton, Ohio.—Other 
valuable territory open. 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


E. E. Kirkpatrick 
Sup’t. of Agents 


T. W. Appleby 
President 
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We Are Celebrating 
Our Twenty-First Anniversary 
in Annual Convention 
Edgewater Beach Hotel, 
Chicago 
July 28, 29, 30 


Many of the General Agents and agents in 
attendance at this Convention have been with 
the Company from its beginning. A splen- 
did record for both agents and Company. 


Truly “Its Performances Exceed its Prom- 
° ”? 
ises. 


If interested in a General Agent’s Contract in 
Illinois, Indiana, Michigan, Maryland, New 
Jersey, Pennsylvania, Virginia, West Vir- 
ginia, write 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 
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ARKANSAS 
The Land of Opportunity 


For Men and Women who seek liberal 








Central States Life 











Company. 

Cuma 
J. W. Middleton, Jr., is our Manager for 
Western Arkansas and Eastern Okla- 


homa, with present headquarters at 
Mena, Arkansas 


Write him in confidence and let your first 
letter tell what you can do. 


LOUISIANA STATE LIFE 
Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 











Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 
WYOMING 
o 


Alb Ages up to 65 


Participating and Non-Participating 
Standard and Sub-Stondard 


Disability and Dowble Indemmity 
Assets: $10,000,000 
INSURANCE IN Force: $90,000,000 


























The Northwestern Mutual Life 
Insurance Company 


The three greatest things in the business life of a man are: 


Connection with some institution, profession, firm, enter- 
prise or cause which he can serve loyally; 


Opportunity to achieve, and to recognize what he has 
accomplished ; 


Honorable and pleasant relation with his associates in 
the service. 


2. The Northwestern extends to its agents every practicable aid in rendering complete 
service to its policyholders. It is devoted to the principle that the best comes back to him who 
gives his best, and therefore it believes in professionalizing the salesman’s activities. 


There are two factors in the problem. Inasmuch as everybody needs a program — the 
Company and the agent as well as the insured—the Northwestern is constantly giving atten- 
tion to the distribution of the agent’s time and effort. Having a salable article means knowing 
where to market it, and the field of carefully selected risks is wider today than it ever has 
been. 


The other factor is the one that guarantees the fulfillment of the purpose of the protec- 
tion. Life insurance, properly sold, makes judicious use of the options of settlement. The 
Company, with keen regard for the policyholder’s needs, exercises great care in approving the 
agent’s choice of options. In other words, it employs technical skill in arranging for the dis- 
position of the policy proceeds in accordance with the insured’s desire. 


The Northwestern knows of no better way of giving its agents a chance to achieve and 
to recognize what they have accomplished through professionalized effort than by program- 
ming their time and their service. 


(Point 1 was discussed, and Point 3 will be in a@ later advertisement; thts 
is the eleventh in @ serics put out by The Northtecstern Mutual Life 


Insurance Company.) 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 





